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F there ever was a time in the history of the world 

i] when it was dangerous to “rock the boat” it is 

today. 

There are many ways of “rocking the boat.” One 
is just as dangerous as the other. Politicians can do 
it. Labor can and is doing it in some quarters. Cap- 
ital can and is doing it in some ways in many quarters 
as represented by the merchants of the country. 
Each individual can do it and is doing it in many 
ways. ’ 

. We have just passed through the most terrible war 
ever known to history. It disrupted industries and 
the regular mode of living in every respect. We, in 
America, have been most fortunate and hardly know 
what the war has meant. 

Let us consider France as an example of what our 
Allies have suffered. They have lost over two million 
men. One-sixth of the total area of France has been 
devastated utterly. Three hundred and fifty thousand 
homes have been destroyed. Ninety per cent of the 
spinning and weaving industry has been destroyed; 
eighty-three per cent of her pig iron industry; sev- 
enty per cent of steel production; seventy per cent 
of her sugar production—and so we could go on and 
on and, the further we went on, the more we would 
realize just. how little we really knaw of the-horrors 
of this awful war. 

But the stupendousness of the war has resulted in 
the readjustment period coming as an aftermath 
being just as stupendous. Because of the vastness of 
the problems to be met and the fact that we have no 
precedent to guide us on such a vast scale we are now 
passing through the most serious times known to 
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What “Rocking the Boat” at This Time Will Bring 


American industry. Because of their great serious- 
ness the slightest “rocking of the boat’’ one way or 
another, in spite of the fact that we have the greatest 
possible reasons for experiencing the greatest pros- 
perity the country has ever known, can lead us to 
just the reverse and bring about a great depression 
that will take us years to recover from. 

The people as a whole are nervous. They feel as if 
they had been and, in fact, they have been through a 
terrible nightmare. The strain has been terrific. 
None of us knew what was going to happen next. 
In two million or more homes they have feared the 
sight of a messenger boy. This feeling, of course, was 
intensified in families that had representatives in 
the armies overseas. The extent of the tension the 
country was under was plainly evidenced by the re- 
action shown by the people, on the day the armistice 
was signed. The universal spontaneous celebrations 
in all parts of the world were due toa large extent to 
the terrific nerve strain the people had been under and 
the word that the armistice had been signed was all 
that was necessary to release this tension. But the 
next morning the people had to go back to their 
regular pursuits and for some unknown reason they 
at once seemed to lose confidence about the-future of 
business. _They are still nervous and lack confidence. 
That there is no real reason for this condition does not 
change the fact. 

Because of this great nervousness and lack of con- 
fidence it would not take very much “rocking of the 
boat” to start something in the way of a business 
depression that would be mighty hard to stop. There 
is one way that the merchants of the country right 
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now are “rocking the boat” and “rocking” it more 
severely than many of them realize. This is, in hold- 
ing back their orders, ““waiting for a drop in prices.” 
Where they get this noise about a “drop in prices”’ it 
is hard to learn. It is evident that the noise emanates 
from those who either do not know the real facts or 
else are trying to start something by the noise that 
will result in a drop in prices but will also bring with 
it a more disastrous result than any of them want 
and most of them think of. Just let us stop for a 


moment and give serious thought to the matter and_ 


decide whether or not we really want a drop in prices. 
Pretty nearly all shoe men have been doing a better 
and bigger business in the last year or two than they 
have ever done before. This has been due to the 
prosperity of the country and the fact that the people, 
or, a great number of them, were making more money 
than they had ever made before. This was due to the 
high salaries paid, which in turn caused the so-called 
high cost of living. We cannot have a low cost of 
living with high wages for labor, which plays too great 
a part in the cost of production of every kind. 

Labor has stated time and time again that it 
will not. accept a reduction in wages and in some sec- 
tions today itis even striking for higher wages. The 
wise business men of the country do not want to see a 
reduction of wages. One moment many of these men 
talk against reduction in wages and then the very 
next moment say they have not placed 
their usual orders because they are 
looking for a drop of prices. 

The two cannot go hand in hand. High 
wages mean general prosperity; mean 
that people will spend money freely 
and that all of us will make money. 
Prices on manufactured goods cannot 
be cut down as long as the cost of raw 
materials remain high and labor is paid 
high salaries. Outside of 
these facts there is only 
one way that prices can be 
forced down and this way 
means disaster. Yet it is 


Scarcity 
HIDES 


NO CHANGE 
for +he 
PRESENT 





surprising how many mer- 
chants, and many of them 
big merchants who are con- 





Feb. 15, 1919 


sidered wise business men, are doing their part right 
now to bring this about. 

The way they are “rocking the boat” very severely 
is by not placing their usual orders for goods RIGHT 
NOW. If they continue in their policy of waiting for 
a drop in prices they will have them, but how? It will 
be brought about by a general refusal on the part of 
merchants to place orders, with the result that the 
factories will have a vast oversupply; some of them 
will have to sell at cost or possibly below cost, to turn 
their goods into cash; they will immediately cut 
down production by laying off help, meaning general 
unemployment, with one great big result—an industrial 
depression that will take years for us to recover from. 
And this in face of the fact that we can have, if we 
will, the greatest period of real prosperity the country 
has ever known. 

Now which will you have Mr. Merchant? It is 
up to you. By ““YOU”’ we mean without excep- 
tion, every single individual merchant who reads 
these words. We know there are going to be some 
who think they are ‘Mr. Weisenheimers’”’ who are 
going to say “‘That’s all right but [I’m not going 
to get caught.”” But when you say that and 
show that attitude the other fellow down the 
street is going to follow your example and you 
will have just exactly what you are looking for, 
bad business. Now it is up to you. Which will 
you have? Order as usual now. 
Go full speed ahead and make 
business better than ever— wait, 
forcing a drop in prices and making 
business bad. Each one must 
decide. 

There is a vast opportunity here for 
organizations to do much for 
their members—for the trade and for 
the country. There is just as much 

patriotism in making the 
country prosperous as there 
rites aie is in helping to win the 

LAGOR war. The organizations 

should get together now 
and start an active cam- 
paign, with each member 
pledged to it to go ahead 
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full speed and make business better than ever. There 
- was never so much money in the country as there 
is today. There was never so much work to be 
done. This means good business, if you will have it 
so. Start now. 





Fundamentals of Color in Fabrics 
and Leather 


HOSE who regard the color question in shoes as 
a perplexing puzzle should take notice of the 
troubles of the weavers of fabrics. A committee con- 
nected with the production of the textile color card 
for the year found itself confronted with no fewer 
than 23 shades of plain white. To most people, white 
is simply white, on the same principle as the saying: 
“Any color, so it’s red’”’ as indicating a haphazard 
choice; but the matter is not so simple as that. 
White, technically, is not a “‘color’’ at all, or rather is 
such a perfect blend of all color that no one color 
shows; but that degree of perfection can never be 
attained in practice. 

As to the real colors of the spectrum, their vast 
multiplicity in shade makes the job of color-expert 
one requiring exceptional gifts. And the most expert 
require frequent resting spells, as the eye refuses to 
deal long with the subject, without getting tired, and 
registering wrong impressions. The only sure guide 
is the established sample, compared and tested with 
standards. 

Although the 
leather producer is 








and the need of having footwear harmonize with the 
rest of the attire. Although leather colors may be 
few in number, they should be definite, distinctive 
shades, with snap and character, and not blurred, 
hazy, faded-looking and weakly neutral shades which 
give the impression of mistakes in the dye-pot. At 
the same time, they should not be basically flam- 
boyant and aggressively vivid. 





A Footwear Note from Paris 


OME of the peace conference news from Paris and 
London has been a mixture of fashion notes and 
diplomacy; vast thoughts on regenerating the uni- 
verse have been expensively cabled, beside details of- 
what Princess Patricia wore at King George’s dinner 
party to the President; .but the report of the first 
session of the council of the “Big Four’ among na- 
tions contained one fashion note which was vitally 
reassuring and comforting. It revealed the fact that 
the first man to show up was General Foch, and that 
“He wore a Jong military overcoat, with boots and 
spurs.” 

Thank heaven that Foch is there, with boots on! 
The diplomats may ramble and juggle language and 
twine rhetoric and talk buncombe and fool them- 
selves that they are fooling each other; but Foch will 
inject. realities and definite details. That array of 
armistice terms of his was a rock-built landmark, in 
its definite, exact, concrete, specific itemizing of 

just precisely what 
the enemy had to 
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The “work” needs emphasizing, in some cases—and the “together” 


HOSE who persist in war, in hate, in arraying man against 
man, especially employee against employer, are serving the 
German devil as much as any spike-helmeted Prussian Guard ever 
did. Bolshevism is simply the “Hymn of Hate” reduced to prose 


ing them as he does, 
he is setting a most 
useful and valu- 
able fashion. 
Foch’s diplom- 
acy with boots on 
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coadjutor. © 
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Luxury Tax on Shoes 
Prospects of Repeal of Revenue Tax 


Washington, D. C.—The luxury tax on boots and shoes, 
included in the revenue bill which has just been passed by 
Congress, may be repealed within a very few weeks. Con- 
gressman Claude Kitchen, of North Carolina, chairman of 
the House committee on ways and means and the man under 
whose personal guidance the bill was engineered through the 
House, has announced that, following the approval of the 
measure by the President, he will offer a bill to repeal these 
taxes, which have already been the cause of a great deal of 
complaint. 

The luxury tax on boots and shoes is ten per cent of so 
much of the purchase price as is in excess of $10, and is 
applicable to all men’s, women’s and children’s boots, shoes, 
pumps and slippers. It does not, however, apply to shoes or 
appliances made to order for persons having crippled or 
deformed feet or ankles. 

Immediately upon the announcement that the luxury 
taxes would be included in the bill, petitions, criticisms and 
complaints began to reach Washington in great quantities. 
Merchants declared that the cost of collecting the tax would 
amount to more than the tax itself, and pointed out that in 
many cases they themselves would have to stand -the tax, 
because of the “‘kick’’ that would be raised by customers as 
they attempted to add an odd ten or twenty cents to the 
price. It would be easier to sell a pair of shoes for $12.50, 
they declared, than for $12.20. 

The tax on luxuries was conceived while the war was still 
on, with the idea of placing prohibitive taxes on luxuries in 
order, not only to raise revenue, but to discourage the pur- 
chase of unnecessary articles. When the armistice was 
signed, an effort was made to have the luxury section elimi- 
nated from the bill, but without success. 





English Embargo Modified 
To Permit 25 Per Cent of Shoes of 1913 Import 


Washington, D. C.—The import restrictions recently 
announced by England as part of her efforts to place her 
industries on more of a pre-war basis, have been modified so 
as to permit the importation of boots and shoes to the 
amount of 25 per cent of the 1913 imports. Our exports of 
shoes to the United Kingdom for 1913 was a total of 584,477 
pairs of men’s, women’s and children’s, with a total value of 
$1,333,605. For the eleven months ending November 30 
last, our exports of shoes of all kinds to the United Kingdom 
was 807,261 pairs, worth $2,646,172. Comparison of the 
possible export under unrestricted trade conditions with one- 
fourth of the export of 1913 shows the extent to which the 
new regulations affect the industry in the English market. 

While not attributed directly thereto, it is believed that 
the agitation of the shoe industry is responsible for the 
modification of the restrictions. A number of shoe men 
visited Washington a short time ago, making trips to the 
State Department, the British Embassy and the Capitol, 
urging for a change in the regulations. As a result, Senator 
Weeks of Massachusetts, introduced a bill calling upon the 
Secretary of State to report what steps, if any, had been 
taken along this line, but the measure was defeated in the 


Senate. 
A few days later,. however, the State Department an- 


- 
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nounced that it had cabled to Great Britain asking for 
information regarding the import embargo, and at the same 
time had made a similar inquiry of France and had asked 
Italy regarding her Government supervision of purchases. 

In announcing the lifting of the import restrictions so as 
to permit of the importation of the boots and shoes, the 
British Embassy pointed out that it had been England’s 
effort to lift the restrictions which had surrounded imports 
during the war, but that it had been found necessary to keep 
some of them in force, inasmuch as her imports were running 
a third of a million behind her exports. 





War Service Committeemen 
Revised List Shows the Shoe and Leather Executives 


Washington, D. C., Feb. 10.—A revised list of the chair- 
men of war service committees of American industries has 
just been published here. The chairmen of special interest 
to the readers of “Boot and Shoe Recorder”’ include: 

Dyewood extracts, Dewitt C. Jones of the American Dye- 
wood Company, New York City; Felt shoes, F. E. Young, 
of the Daniel Green Felt Shoe Co., Boston, Mass.; Fur, 
P. B. Fouke, of Funston Brothers & Co., St. Louis, Mo.; 
New England Shoe and Leather Association, Harry I. 
Thayer, of the Thayer-Foss Co.; Saddlery and Harness, J. 
W. Gaver, of Schaffer & Rossum Co., St. Paul, Minn.; 
Shoe .laces, H. B. Canby, of Crawford McGregor & Canby 
Co., Dayton, Ohio; Shoe lasts, F. W. Whitcher, of F. W. 
Whitcher & Co., Boston, Mass.; Shoe manufacturers, J. F. 
McElwain, of the W. H. McElwain Co., Boston, Mass.; 
Shoe polish, H. M. Bixby, of S. M. Bixby & Co., Brooklyn, 
N. Y.; Shoe retailers, A. H. Geuting, of Philadelphia, Pa.; 
Shoe wholesalers, Byron S. Watson of Greene, Anthony & 
Co., Providence, R. I.; Tanners’ Council, Fred A. Vogel, of 
Pfister & Vogel Leather Co., Milwaukee, Wis. 3 





Future Export Shoe Business 


Prospects Are Good Providing No Government 
Interference 


Washington, D. C., Feb. 5.—‘‘I have no fear of the future 
business of the country nor of the export situation, but I do 
not feel that the present Administration is taking the right 
attitude toward our export business,” said Dr. Edward 
Ewing Pratt, formerly chief of the Bureau of Foreign and 
Domestic Commerce while in Washington yesterday. 

Dr. Pratt is of the opinion, he said, that we have little to 
fear in our export trade from any country but England. The 
other European countries will not be in a position, he said, to 
compete with the United States for from three to six years. 
Dr. Pratt was very emphatic in his views regarding the 
attitude of the Government toward foreign trade. He be- 
lieves that a great mistake is being made especially at this 
time. He feels, also that it would be wrong to start talking 
tariff at this time as that, he says, would be a hindrance to 
our foreign trade in the end. 





Probable Advance in Last Prices 


A representative of one of the leading last manufacturers of 
the country, states that maple blocks, from which lasts are 
manufactured, have advanced 100 per cent or more since 
1917. This item is the principal factor in the cost of lasts, 
and with the increased labor market, with no immediate 
reduction in sight, an advance in prices of lasts seems in- 


evitable. 
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Galveston Ideal Convention City---Big Attendance---Optimism and 
Co-operation Keynote 


HE Seventh Annual Convention of the Texas Shoe 
¥ 3 Retailers’ Association was opened in Convention Hall 
of the Hotel Galvez, February 11. 

Galveston, overlooking the Gulf of Mexico, is an ideal 
place for a convention. The weather too, contributed to 
make all convention arrangements ideal. The attendance 
was larger than anticipated. The merchants were enthusias- 
tic and in an optimistic frame of mind. They reported that 
business has been good and the outlook for future business 
most pleasing. 

W. E. Buckley of Houston, president of the association, 
presided. Songs of a patriotic nature were sung by the entire 
assembly immediately following the opening of the associa- 
tion. : 

Past Year’s Record Meritorious 


The report of the officers of the association show that the 
association is in a very prosperous position and has accom- 
plished much good during the past year. It co-operated with 
the National Shoe Retailers’ Association during the period 
of style regulation by the War Industries Board in regard to 
advertising space in the big newspapers of the state to put 
the public right on regulations. 

T. M. Scroggins of Houston, a delegate to the St. Louis 
Convention, reviewed talks of President A. H. Geuting of the 
National Shoe Retailers’ Association, Ben Jacobsen of New 
York, H. C. McLoughlin of Cincinnati, James Stone of the 
Shoe Retailer, and Arthur D. Anderson of the “Recorder,” 
special stress being given to the talk of Arthur D. Anderson 
as to the return of style in men’s shoes. 

M. L. Bridges of Tyler, took for his subject “‘How to Sell Odds 
and Ends,” pointing out that the cause of odd lots was the buy- 
ing of too many styles in small lots and duplicating too heavily 
on slow selling sizes; that it was necessary to keep in touch 
with conditions throughout the country, by the reading of 
trade journals, by attending conventions, by the exchange of 
ideas with other merchants and by co-operation among sales- 
people rather than the changing of buyers and competition. 
It was pointed out that the remedy lies in special sales P.M.’s. 
and constant attention to selling short lots. Special selling 
plans which had proved effective were submitted by several 
merchants. 


A. F, Sloane Emphasizes Craft Associations 


A. F. Sloane, field-secretary of the National Shoe Retailers’ 
Association, talked on the “‘Necessity of Craft Associations.” 
Mr. Sloane showed that the salvation of the retail merchants 
lies in closer affiliation and co-operation; that it is the province 
of the retail merchants to dictate the styles rather than to buy 
a multiplicity of creations representing widely varying ideas; 
that the vital elements in successful retailing are conscience 


and knowledge. Mr. Sloane emphasized the necessity of foot 
and fitting knowledge and honesty toward customers. He 
said, ‘Neither laws or statutes can eliminate selfishness and 
greed but these elements if inaugurated will bring wreck and 
ruin to business. Craft association in the future will mean to 
the retail shoe merchant what the League of Nations will 
mean to the peace of the world and to humanity. One gives 
peace, the other security. Without a union of retailers, our 
commercial and economical life will always be jeopardized. 


Captain Frank Talks on Fitting Returned Soldiers 


Captain E. C. Frank, who did gallant work overseas and 
who has now returned to the ranks of the shoe merchants, 
emphasized the necessity of proper fitting of returned sol- 
diers’ feet. He said that the feet of many soldiers were in bad 
condition on account of careless fitting before entering the 
service and unusual care must now be exercised, because of 
heavy packs carried and the fact that shoes have been worn 
for long periods without change. Many soldiers’ feet are 
ruined because of broken arches and other kindred troubles. 
Captain Frank also stated that the returning soldiers are de- 
manding stylish shoes. 

E. C. Logan of the ‘‘Recorder” talked on ‘Present Condi- 
tions of the Shoe and Leather Market and the Attitude 
of Dealers Toward Buying for Fall.’’ Mr. Logan pointed out 
the necessity of buying a fair percentage of stock early. 


Protest on 10 Per Cent Luxury Tax 


A resolution was adopted protesting against the ten per 
cent luxury tax on shoes. The resolution follows: 

Be it resolved that the Texas Shoe Retailers’ Association 
meeting in convention and assembled at Galveston, February 
11, 1919, protest against the luxury tax placed upon shoes 


* and hereby call upon our United States Senators and Repre- 


sentatives from Texas to further our protest and that of the 
entire retail trade of Texas. 


A Field Secretary Recommended _ 

The report of President Buckley and Secretary-Treasurer 
Robert I. Cohen, Jr., of Galveston were submitted. In his 
report President Buckley recommrended the-appornt tofa 
field secretary for the Texas association and also suggested 
the drawing up of a new set of by-laws and a new constitu- 
tion. The president also suggested that an arrangement 
with the Oklahoma Shoe Mens’ Association for the forming of 
a joint association would be advisable. 

Upon motion of T. M. Scoggins of Houston, Rabbi Henry 
Cohen and Judge Eugene A. Wilson both of Galveston, were 
unanimously acclaimed honorary members of the association 
for life. 
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Committees Appointed 


The following committees were appointed: Executive 
committee—O. A. Murphy, Denton; B. M. Lathrop, Dallas; 
M. G. Morris, Palestine. Finance committee—Harry Wheeler, 
Waco; J. W. Lewis, Bonham; J. Braun, San Antonio. 

Legislative Committee—J. B. Dillingham, Austin; E. M. 
Scarborough, Austin; S. M. Burt, Austin. Membership 
committee—L. E. Langston, Fort Worth; H. Hoyle, Dallas; 
Burt Brown, San Antonio; E. A. Miller, Waco; J. A. Levine. 
Galveston; L. Leidecker, Houston; M. Warnasch, Brenham; 
W. H. Watson, Tyler. 

Freight and transportation committee—W. H. Watson, 
Tyler; U. R. Chastain, Beaumont; J. W. Biggs, San Antonio; 
Insurance committee—H. Kahn, Port Arthur. Arbitration 
committee—T. M. Scoggins, Houston; B. E. Webber, San 
Antonio. Credentials committee—T. M. Scoggins, Houston; 
Ike Flatto, Galveston; Robert I. Cohen, Jr., Galveston. 
Publicity committee-—W. C. Roose, Manchester, N. H.; 
Robert I. Cohen, Jr., Galveston. 


Artistic Booths and Interesting Shoe Collection 


On three sides of the hall in which the convention was in 
session, were artistically arranged booths in which were dis- 
played footwear style from all the leading shoe concerns of 
the country, as well as all accessories of the shoe business, 
such as laces, polishes, heels, soles, etc. 

A collection of ancient and historical shoes, the property 
of the United Shoe Machinery Company, was on exhibition 
at the hotel. : 

This collection includes practically every size and shape of 
shoe that has ever been invented by man from the primitive 
cave man’s sandal to the present day army boot. J. F. 
O’Connell, publicity manager of the United Shoe Machinery 
Co., was in charge of this collection. 


Button Shoe Discussion 


The second day’s session of the convention opened with a 
very animated discussion of and protest against the manu- 
facture of button shoes and the shoe button factories’ efforts 
to promote the button shoe styles. The retail shoe mer- 
chants are strictly against the button shoe and want to avoid 
carrying a large stock of this style of shoe in connection 
with the usual stock of lace shoes, due to the expense involved. 

The general discussion pointed out that it was a difficult 
thing to properly fit a button shoe and particularly the 
ladies’ high top boot. Practically every pair of button shoes 
sold had to have the buttons moved one way or the other in 
order to insure a respectable fit, especially of the women’s 
high shoes, and the expense, time and trouble connected 
with this was not only a loss to the dealer but an annoyance 
to the customer. 


Style Committee Appointed 


Following the approval of the National Shoe Retailers’ 
Convention held in St. Louis in January, a style committee 
was appointed to draw up a set of resolutions protesting 
against the manufacture of button shoes. The committee is 
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composed of T. M. Scoggins, Houston; Ben Webber, San 
Antonio; M. L. Bridges, Tyler; and Earl-Burney, Lake 
Charles, La. 

Reports were received from various committees and 
among other things Robert I. Cohen, Jr., secretary-treasurer, 
reported an increase in the membership of the association 
of twenty since the 1918 convention. 


Committee on By-Laws 


A committee composed of W. C. Roose, Manchester, N. H.; 
H. Kahn, Port Arthur; and E. S. Levick, Galveston; was 
appointed to draw up a new set of by-laws. This action was 
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taken at the suggestion of President Buckley, who declared 
that the present by-laws of the association were old and 
some of them impracticable. 


Ben Jacobson Talks on ‘‘Modern Merchandising’’ 


Ben Jacobson, manager of McElwain, Morse & Rogers 
of New York, of the retail profit service, delivered an inter- 
esting address on the subject of ““Modern Merchandising.” 
He told of his work among the retailers and why his firm had 
established the unique retail profit service. He said that 
after a careful study it was decided that a special service 
department must be started, which should be separate, and 
distinct from the regular business and that a department 
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Protest on Luxury Tax on Shoes 
The Texas Shoe Retailers’ Association, assembled in Convention February 11, 12 and 13, 
protests against the Luxury Tax placed upon shoes and calls upon the United States senators 
and representatives from Texas to further their protest and that of the retail trade of Texas. 
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must be managed by a retail merchant whose duty should 
be to study all retail conditions and impart his knowledge 
to other retailers. 

‘‘Besides showing dealers the importance of proper account- 
ing in their business,”’ he said, ‘‘we teach them the funda- 
mentals of good business, one of which is service to cus- 
tomers. The retail merchants, who give the best service, 
in fact, so liberally that it may look as if they are giving 
away their profit, are the ones who are the most successful, 
and make the most net profit.” 

The afternoon session of February 12 was devoted to 
winding up unfinished business and several addresses were 
delivered. 

Patriotic songs under the leadership of Ed. Shumway of 
the local War Camp Community Service, were sung at the 
opening of each session. 


Construction of Shoes Shown by J. F. O’Connell 


A local picture theatre was filled to capacity the morning of 
Feb. 12, when an instructive lecture with motion pictures show- 
ing the construction of a shoe was delivered by J. F. O’Connell. 

At the afternoon’s session of February 12, W. C. Roose, 
manager of the Beacon Shoe Company of Manchester, N. H., 
delivered an address entitled “‘Would It Be Considered Good 
Business for the Government to Keep a Guiding Hand on 
All Industry After the Signing of Peace.” Mr. Roose said 
that for the time being it would be wise for the Government 
to keep a “guiding hand” on all public or national utilities, 
for due to the war, industries were not on a sound working 
basis and the competition for export business among nations 
would be so keen that it would be necessary for some of our 
transportation systems to show a loss due to the drivé for 
trade, and the nation making the best deliveries in speed and 
freight rates would carry the export trade. 
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Predicts Advanced Prices 


Oscar M. Stern, representing the Fashion Publicity Com- 
pany of New York, in an address predicted that the prices of 
footwear would continue to advance due to the fact that 
raw materials for the making of leather had made a terrific 
advance. . 

A “‘Jazz Roast”’ 

The entire dtlegation attended a ‘Jazz Roast’’ at Rogers’ 
Oyster Farm down the island on the evening of February 12, 
and each man who dined tried to outdo the other one in the 
eating of oysters and other sea food. There was a “Badger 
Fight’’ with ‘‘Daddy”’ Sloane, field secretary of the N. S. 
R. A., as the referee. When Daddy placed his hand in the 
box to release the badger he drew forth a real live Texas 
rattlesnake. It is said that he would be running yet if he 
hadn’t been stopped by a brick wall. 

Patriotic songs were a feature of the evening’s entertain- 
ment and each one expressed himself as highly pleased with 
the events of the second day’s session. Music was furnished 
by a military band. The delegation attended a banquet at 
the Hotel Galvez in the evening. 





Meeting of Cincinnati Association of 
‘National 


The Cincinnati Association of the Natiénal held their 


. regular meeting at the Hotel Sinton, last Tuesday. It was 


well attended. Lengthy discussions of problems concerning 
the shoe traveler of today along with favorable reports from 
the various outstanding committees were heard. The com- 
mittee on the annual dinner dance at the Gibson February 19 
reported that final arrangements have been made and that 
sufficient tickets have been sold to insure a great success. ~ 





“FEMININE FOOTWEAR 
EXCLUSIVELY”’ 


Section of F. & M. Boot 
Shop, Omaha, Nebraska 


A section of the interior of 
the F. & M. Boot Shop, 
Omaha, Nebraska, is shown 
herewith. This up-to-the- 
minute shoe store is located in 
the First National Bank Build- 
ing, on the busiest corner in the 
State of Nebraska. 


Thirty-three thousand peo- 
ple pass this store every day. 
The windows and shoe store 
fixtures are of ivory and old 
gold of the Adam period. The 
interior of the store. shelving 
and cases, are of ivory. The 
chairs, stools, mirrors, ladders 
ind cartons are of French 
gray. A gray Rigo Wilton car- 
et covers the floor. This store 
‘arries “feminine footwear ex- 
clusively.”’ 





Store in Ivory White—F. & M. Boot Shop, Omaha 
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New England Day Convention 


Merchants from the Six States Meet at Boston Shoe Trades Club---Endorse 
League of Nations 


land, and the title is used advisedly, for associations 

will ultimately be the leaders, met on Lincoln’s Day, 
one hundred fifty strong, at an afternoon Round Table Dis- 
cussion, and in the evening at a banquet. 

Round Table Talks received their greatest impetus in the 
Massachusetts meeting and from 3.00 to 5.30 P. M., the 
members heard from W. W. Willson, F. W. Small and 
George Peirce, on the good things that came out of the St. 
Louis Convention. C. W. Pollock, on “Salesmanship”’; A. 
Desjardines of New Bedford, on “‘Compensation’’; C. A. 
Deer, Worcester; Henry E. Hagan and D. F. Sullivan, Fall 
River, on “‘Compensation”; George O. Jones, on ‘‘Member- 
ship.”” Some of the high lights of the meeting are given 


herewith. 


On a year the leading shoe merchants in New Eng- 


TRAINING OF SALESMEN 
Theory Must Give Way to Practical 
By C. W. POLLOCK 


To my mind the training of clerks is one of the most im- 
portant problems that comes to the retail shoe merchant, as 
each sales person should be trained according to the selling 
conditions and class of customers served. 

During my experience as one of the organizers of the 
salesmen’s association, I met personally a great many retail 
shoe salesmen and have become thoroughly convinced that 
any standard style of training for retail shoe salesmen, such 
as schools, or lectures, has yet to be proved a success except 
for the theory of salesmanship. 

My experience has shown me that selling is a problem, dis- 
regarding all personal likes and dislikes, the only successful 
answer to which can be—results, net profits, and more results. 

The first thing to establish for any sales force is incentive, 
financial or otherwise, to stimulate their interest in them- 
selves. Then the incentive firmly established, we come to the 
next step which is very important—absolute co-operation 
between the selling and executive departments. This can 
only be obtained by taking a personal interest, or shall I say 
a human interest, in the affairs of the sales force by the re- 
sponsible man, be he the proprietor, buyer or manager. 

Each sales person should have a certain amount of respon- 
sibility in his respective department, and an opportunity to 
develop. his own initiative as a business builder. 


Keep the Goods Merchantable 


One of the most important factors of a sale is the absolute 
knowledge of the complete stock which one is selling, not 
only of the newest stock but also the broken sizes and single 
pairs. These are the necessary things that are profit makers 
and sales savings. 

The salespeople should be particular about the condition 
of all goods which they handle, as any merchandise in-poor 
condition requires extra salesmanship, and necessarily slows 
up the process of a sale. 

Two factors of salesmanship should be developed as. much 
as possible. They are to greet customers with a smile and 
to act prosperously. Both qualities are of great importance. 


Personal Interest in Work 
Now comes the part that puts the individual touch to the 
whole scheme. A manager, buyer, or proprietor, must be close 


enough to his sales force to be able to diplomatically correct 
such faults as personal appearance, lack of the proper care 
of health (requiring absence from business), small inattention 
to the customer, or indifferent selling, etc. You must realize 
that when a customer enters your store he is met by your 
personal representative, hence the sales force will reflect im- 
mediately the exact amount of training you have given them. 

An expert selling force can, if necessary, sell indifferent 
merchandise, if I may call it that, but an inefficient sales- 
force will sell the best selected merchandise so indifferently 
that .continued selling on this plan can mean nothing but 
failure; in other words, our condensed problem is as follows: 
Incentive plus co-operation, plus personal touch and psy- 
chology of selling. It has but one answer and that is results. 


Buying. at the Store and Buying in the Market 
BY D. F. SULLIVAN, Fall River 


I am a firm believer in the policy of buying at the store as 
the best for the average retail shoe store, whether it be situ- 
ated in New England or elsewhere. I do not wish to be 
understood when I say buy at the store that I mean that 
you should not go to your local hotel where traveling men 
usually show their samples, as this is equivalent to buying 
at the store. I do not mean either that dealers should not 
go to market; either to the factories or to the wholesale dis- 
trict, because shoe buyers who want to keep in touch with 
the trend of style and the fluctuating prices must go to the 
distributing centers to keep up to the times. 

I would say as a general proposition, that the average New 
England store should buy 75 per cent of its merchandise at 
home from traveling men representing factories or distribut- 
ing houses in whom you have confidence. 


What Proportion to Buy 


What are the advantages of buying at home? There 
must be some if you are to place 75 per cent of your orders 
in this way. As I view them, they are: first, when you buy 
at home, you are close to your base of supply, you can more 
easily compare what you have on hand with what you pro- 
pose to buy, both as to style, -quality and quantity, and you 
are more apt to fit in with what you have on hand, what you 
are going to buy, so that you will not duplicate either styles 
or sizes. If you observe this rule, you are not likely to have 
on hand at the end of the season a lot of unsalable sizes which 
usually result from overbuying or duplicating, and this is 
more likely to occur when you place orders away from the 
store. Second: another advantage of buying at the store is 
that you may more readily consult with your more respon- 
sible sales people in selecting styles or runs of sizes and 
widths to buy. 

This free consultation’ and exchange of ideas* with” your 
sales force is also an advantage in selecting new lines, because 
they become enthusiastic about the goods even before they 
arrive, and it is bound to affect the sales when the goods are 
placed in stock. é 

A third advantage, and not the least, by any means, is that 
when you buy at the store, you usually place orders with a 
salesman who knows your particular territory and is inter- 
ested in your buying salable styles if he is the right kind of a 
salesman, and his advice oftentimes saves you from making 
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serious mistakes, as we are all human and are prone to make 
mistakes. Even the traveling men sometimes do it. 


Have a Definite Plan 


But whether you buy at the store or in the market, you 
should buy on a definite plan, based upon pairs of shoes in 
your stock, and sold during the previous season, and not on 
dollars invested. For instance, if you sold during the first 
six months of last year, one thousand pairs of boots and three 
thousand pairs of low cuts, and you are planning this year on 
increasing your business 10 per cent, you should plan for 
eleven hundred pairs of boots and thirty-three hundred pairs 
of low cuts. When you have bought that many pairs, stop, 
because if you don’t you are bound to have too many shoes 
at the end of the season. 

Now to summarize; buy all the goods that you can at the 

. store. When you do go to market, which means to the fac- 
tory or distributing centers, have a definite idea of just what 
you are going to buy there, and have prepared lists of sizes 
that you need so that. you will not get in wrong. Go to 
market frequently, whether you need to buy or not, because 
by so doing you keep in touch with the many changing con- 
ditions and elements that are bound to affect your business. 
Attend meetings whenever possible of your craft associations. 
That is the surest way for you to get out of your shell and 
keep in touch with what your fellow craftsmen are planning 
and doing, as it is only the live ones who attend these meet- 
ings, and you are bound to get inspiration from coming in 
contact with your fellow merchants. 


New England Day Banquet 


The evening feature of New England Day was a banquet 
at the Shoe Trades Club. Community singing started the 
program and at an early hour President Scates opened the 
meeting. 

He called upon Charles F. Maxwell, who spoke on the co- 
operation of the Boston Shoe Trades Club with the Boston 
1920 Committee and also pointed out that every retail shoe 
merchant was eligible to membership in the Club. 


Endorse League of Nations 

Hollis B. Scates, after emphasizing the ideals expounded 
by President Wilson, called for and received the unanimous 
adoption of the following resolution: 

Whereas, in the days of Washington our citizens and 
statesmen have been leaders of the movement that 
established the reign of law among nations: and 
whereas, the heroic sacrifices and untold agonies which 
millions of devoted men and women have endured in 
the hope of securing constructive remedies and legal 
substitutes for war will all have been endured in vain, 
unless this great end is gained; and, whereas, a co- 
operative union of the nations is clearly the next for- 
ward step in social, political and industrial evolution, 
therefore, be it resolved by the delegates to the New 
England Retail Shoe Merchants’ Convention assembled: 

That in the formation of a League of Nations with 
adequate economic and military sanction to guarantee 
peace, to see the triumph of American ideals, the reali- 
zation of American hopes and aspirations, the next 
necessary step in human progress—the beginning of 
a new era in material, moral, industrial, and political 
well-being for ourselves and for all mankind. 

Be it further resolved that copies of this resolution 
be sent to the State Department at Washington. 

The experiences of a returned wounded soldier, Sergeant 
Roy Talcott of 101st Infantry Machine Gun Company, held 
the interest of the meeting for half an hour. Questions were 
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plied the young man and he made answers with true American 
modesty, speaking as he did—always of the company, the 
regiment, and the division, and never of his own heroic deeds. 


Analysis of Conditions 
By FRANK R. BRIGGS 


The principal speaker of the evening was Frank R. Briggs, 
of Thomas G. Plant Company, who delivered a message on 
style, on prices and on conditions pertinent to the New 
England retail trade. He quoted from leading economists 
as follows: 

“‘American people are thinking and talking prosperity, are 
reading it in their newspapers and magazines. They are be- 
coming quicker gaited and are advancing from the half 
speed of war to the full speed ahead of peace. 

“* “War is abnormal; peace is normal.’ We cannot imme- 
diately rise from the ashes and aftermath of a world-war 
without naturally still experiencing a certain measure of shell 
shock following the war, -and it is to be expected that the 
changing from a war to a peace basis must cause momentary 
inactivity. 

“The leaders, as well as the rank and file of the American 
people today, are sanguine and optimistic; prosperity is 
uppermost in their minds; they breathe it in the atmosphere. 
They are not talking about the prosperity of inflation, but 
have rather a quiet, conservative feeling of confidence in the 
outcome of things, notwithstanding little clouds that may appear 
in the horizon. > 

“The farmers of the United States expect to sell their 
crops at high prices, and have never been so prosperous as 
they are now. 


Five to Fifteen Years’ Prosperity Ahead 

“Stocks in the retail stores throughout the country are at 
a low ebb, which will call for heavy buying on the part of 
retailers to replenish their stocks. The Marshall Field Com- 
pany state that the last two months’ retail merchandising 
was the greatest in history. Such a display of confidence 
on the part of the public, should prove an inspiration to 
manufacturers and retailers. 

“From all indications it would seem that prosperity is 
coming to stay, for a while at least. As Emerson said: 
‘America! It is but another name for ‘‘opportunity’’,’ and 
opportunity, representing the entire world, is knocking at 
our doors today harder than ever.” 


To Solve Industrial Unrest 

E. T. Wright, the next speaker, alluded to his forty-three 
years of active business experience and spoke of his present- 
day desire to put true co-operation into practice so that the 
workers in his business could be participants in the profits of 
the business, thus raising them to a higher standard. He 
told his colleagues in the manufacturing business that the 
cure for industrial unrest was for a better and practical co- 
operation in business in a financial way between employer 
and employee. : 

Henry E. Hagan spoke of New England’s opportunity for 
business revival and New England’s opportunity for enter- 
taining 4,000 members of the National Shoe Retailers’ Asso- 
ciation next January. He said that the plans were most 
ambitious, a fifty thousand dollar fund was now assured to 
carry them to completion. He said that Milwaukee had al- 
ready asked for first choice of exhibit space at the Boston 
1920 Convention. 


The Welcome of New‘England 
Thomas F. Anderson, secretary of the New England Shoe 
and Leather Association, made the final talk of the evening 
(Continued on page 32) 
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Clean-up. Now is the time for all merchants to make sale 
records. A sale put on now is getting the money on the appeal 
to economy, value and merit of merchandise. The use of 
plenty of ad space and these new illustrations—silhouettes 
for emphasis—is most effective on new stock. 














The Hit 
of the Town 


Boots 
in Gray 
and 
Brown No 08, Be 











. 
No. 932, 25c 


see the best dressed women wearing boots— 
some gray to match the furs and even con- 
Style and trast, some in brown to match the Spring cloth 
E thi. coats in all the new weaves of cloth. 
very ning Fine leather 1s today in world-wide demand. 

And ‘shoes as high as ever. If we can give you fine leather shoes at the 
Not only in tops— prices of yesteryear—will you not welcome 
But in prices Opportunity? 

Now with two dozen smart Pretty heels too—good style, good form, good 

pd ge 7 from you can health in fitting room—yet small to the eye. 

match the snappiest new 

costume and join in the ewes Grays All $9 20 

‘ : avana Browns . 

early Spring Fashion parade : , 
And h ‘ First victory shoes made for 

nd at the same time (Your Name Here) 
save money 


For mid-February in our Store is 
Service-time.. Better service in 
fitting. Better price, because, 


frankly, fewer people know the HESE cuts are for 
advantage of an extra pair of cash in advance. 


shoes in February. They can be 
Regular prices subject to trimmed so the figure is 
one cut and the shoes 
20% off another—Get the great- 

It is good foresight to buy est good out of the cuts 


Spring Boots Now you buy. No. 934, 25¢ 
' (Your Name Here) 


| | ae you go in style cities you 
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Style turn-over. Consistently we have preached clean out 
the old and welcome the new. Anticipation of seasons is 
growing. Many a Spring order is sold out now. If you have old 
boots get rid of them at any price—a new and victorious 
season may bring radically new styles. 

















Gaiter Boots 


for 
Pussy Willow Time 


Every well dressed ‘woman 
needs a pair of new boots 
between Washington’s 
Birthday and Easter, 
April 20. 




















No. 935, 25¢ 


Cloth Tops-- Buy Now to Your Profit 


New Sizes 


Smart Styles sl Few Styles 


For the Young Miss and Price ( 10 
the Sweet Sister Age fom was $10) 


HEN a girl wants a 

pair of high heel 

shoes—Louis or leath- 
er—she wants the maximum 
of style, with the minimum 
of price, plus the greatest 
possible comfort. This she 
gets in these shoes. 


Now reduced to 
$7.00 


Assortment of Widths 
No Returns 


Misses’ Hours—3 to 6 P.M. 
Special Service Given 


Your Name Here 











Selling Short Sizes 


Narrow widths and the 
dainty little distinctive 
styles for little feet 


Now $4.50 — sio‘so "822 





No. 936, 25c 
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Kansas Retail Merchants 


Making Extensive Store Improvements 


The Bradley Shoe Co., of Atchison, Kansas, whose motto 
is ‘““Dependable shoes for men, women and children,” has 
made a contract for improvements on their store to the 
extent of about $5,000. Atchison is to have one of the most 
modern shoe stores in Kansas. 

Julius Kaaz of the Kaaz Manufacturing Co., who has 
been given the contract for this remodeling, says that the 
new front when completed will be different than any other 
front ever seen in the city of Atchison, giving the Bradley 
Shoe Store three times as much window display space as it 
now has besides making it the best lighted and best ventilated 
store building in Atchison. 

The entire front is to be made of tile, marble, glass and 
copper. The front is to be an arcade, setting back seventeen 
feet from the sidewalk, and the entire background is to be 
finished in Circassian walnut and French beveled plate glass. 
The interior also is to be remodeled, and one feature of the 
new store that should meet with especial approval of women 
is a rest room to be built in the store for women and children. 


Profitable Meeting of Salesmen 


J. W. Carter Co.’s Sales Force Convene 


. The keynote of the salesmen’s meeting of the J. W. Carter 
Shoe Company, which was in session in Chicago, February 
third to sixth, was “‘Service to the Retail Shoe Merchant.” 

Selling plans were outlined that would enable the merchants 
to dispose of the shoes in a way 
that would bring credit to the 
traveling salesmen and the Car- 
ter line; selling the sizes and 
widths, the lasts and patterns 
that were best adapted to the 
needs of each particular mer- 
chant. The necessity of sales- 
men knowing the construction 
and materials entering into each 
shoe so he could intelligently 
pass this knowledge on to the 
merchants, and the necessity of 
the salesmen being familiar with 
leather and labor prices so as to 
be able to show the merchant 
why the price of each particular 
shoe should not be lower or 
higher. 

All the way through, the con- 
vention assumed the nature of a 
school with R. E. McLoughlin, 
sales manager of the company, 
as head teacher. Each salesman 
will carry both the Nashville and 
Chicago lines. 

During the past four years 
this company has grown from 
one factory located at Nash- 
ville, Tenn., to an organization 
which today embraces four fac- 
tories, two in Nashville and two 
in Chicago, in which men’s and 
boys’ dress welts are made for 
retailing at popular prices. The 
salesmen get into their terri- 
tories this week. 
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NEW ENGLAND DAY CONVENTION 
(Concluded from page 29) 

in which he promised the merchants the full co-operation of 
the manufacturers of New England in making 1920 an epochal 
year. 

He said New England in 1920 would reach the point when 
a realization of three hundred years’ tradition would be an 
aid and impetus to still greater progress instead of an im- 
pediment and a resting on the laurels of the past. He said, 
“We must give our time, work, money and enthusiasm to 
make this convention the greatest ever to lead our friends 
of the South and West into pleasant ways of hospitality and 
to smile, smile, smile and talk style, style, style.” 





Charles Elkin Dead 


Charles Elkin, for many years identified with the shoe 
manufacturing business as an associate of his brother in the 
firm of M.-Elkin & Co., died at his home in Phila., on 
January 28. While Mr. Elkin had not been in good health 
for some time previously, his death was none the less un- 
expected. Recently Mr. Elkin’s business activity has been 
in the field of automobile accessories, and he has not been 
associated with shoe interests for several years back. 





No Kentucky Convention 
(Dispatch from Louisville) 


Kentucky Retail Shoe Dealers’ Convention which was 
scheduled for February 12, has been indefinitely postponed. 





Salesmen of J. W. Carter Co. 


Top Row: R. C. Rutledge, Fred Thon, F. R. Pearce, Geo. M. Probst, W. C. Livingston, 
M. M. Nicely, A. G. Westburg, J. C. Thomas, H. L. Lamb, Ed. C. Aswell, W. J. Pulley, 
A. A. Perry, C. A. Goding, president J.W.C. Co., J. H. Sprodling, Texas, C. I. Lamb, Ky. 
two not in picture but at sales conference. 

Second Row—left to right: J. M. Broaddus, T. E. Arnold, Walter Weatherspoon, L. W. 
Cajn, R. B. Wingo, H. J. Bandy, J. Bert Glenn, E. J. Bone, J. S. Lincoln, W. H. Wemyss, 
J. E. Jarman, treasurer J.W.C. Co., R. E. McLoughlin, sales manager, M. A. Phelan, manager 
Chicago factories, Geo. G. Hodge. 

Bottom Row—left to right: 
J. C. Hannah, C. C. Crisler, Dennis Kelly, W. H. McElroy. 


C. G. Lawson, S. D. Patrick, J. C. Adams, Jas. W. Ditto, 
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Selling Something to the Public Besides 


Merchandise 
Address by Ben Jacobson Before Texas Retail Shoe Merchants’ Association 


Galveston, Texas 


than the individual stores, yet they do more business. 
Why?—because they sell something besides mer- 
chandise—service. 

Let us take the small item—that of settling complaints. 
A woman brings back a pair of shoes with an imaginary 
“kick.” The dealer will stand there an hour arguing and after 
that hour he has lost the customer and her friends, and he is 
played out for the rest of the day. The same customer brings 
something back to a department store and the chances are 
that the complaint clerk will express his deep sorrow for the 
customer and in such a pleasant way that when he offers to 
replace the article she is almost ashamed to take it. There 
are some real unreasonable customers, but the percentage 
is so small that it pays to lose a pair of shoes now and then 
for the sake of getting the liberal habit and reputation. 

It costs money to gain trade and it costs less to hold the 
good will of customers than to gét new ones. The only way 
to hold customers is by satisfying them that they are just as 
safe in dealing in your store as they are in any other store. 
Therefore replace a new pair of shoes or refund the money 
with as good a smile as the one you had when the sale was 
made and you said, ““Thank you, and call again.” 


shes large department stores are getting bigger profits 


The Complaint Made Profitable 


Good merchants who are extremely liberal and who keep 
accurate records of all losses find that the unjust complaints 
amount to less than half of one percent on the business, but 
that this liberality usually brings ten percent increased 
business, which more than pays for the losses. 

Among other things—we show retailers how to finance 
their business—How to create net profit. I have on several 
occasions had the unpleasant experience of showing men 
that they were living above their means. I have often had to 
show dealers the necessity of doing a little more work in order 
to save a thousand dollars a year on wages. We also try to 
show dealers the mistake of allowing their net profit to remain 
in the shape of dead stock. 


Don’t Get Discouraged 


There are many-dealers in business today discounting their 
bills, who not very long ago thought they were “down and 
out” and on the point of selling out to unreliable auctioneers. 


Some dealers cannot stand the temporary reverses, which do 


come sometime, such as accidentally overbuying, buying 
wrong styles, or getting real bad competition. On top of 
these troubles he gets statements with little notations written 
on them such as, ‘Please remit.” Just at such a time along 
comes one of those would be exporters—in reality a slick 
auctioneer, and Mr. Dealer is ready to lose in five minutes 
more than he can earn in five years. 

Gentlemen take a friendly tip—if you ever get into a tight 
place, don’t tell all your trouble to Tom, Dick or Harry, but 
go to your friend, the banker or your favorite credit man, 
whom you owe money. They want to have you stay in 
business and keep you as a customer. If the advice you get 
from them is not clear to you write us the full facts and our 
candid advice will cost. you nothing. 


Advice to a New Business Man 


While we have helped to keep men in business, we have 
also kept them out of it by showing them the possible profit 
they can expect. A young man expiained to us that he was 
holding a responsible position and that he had saved about 
five thousand dollars. He thought his credit was good and 
wanted to open a first class shoe store. Among other things 
he told us that it cost him about three thousand dollars a 
year to live. We showed him the loss in wages—rent and 
fixtures would cost him about two thousand dollars before 
the store was opened. His capital would then be shrunk to 
three thousand dollars. Granting that his credit is good he- 
cannot risk putting in a stock of more than six thousand 
dollars on a three thousand dollar capital. If he is a good: 
merchant he may turn that stock three times. Allowing for 
the first year’s mistakes, he cannot expect more than twenty- 
five per cent gross profit on the twenty-four thousand dollar 
business, on which he may earn ten percent net, which 
would be twenty-four hundred dollars or six hundred dollars. + 
less than it cost him to live. After studying the figures 
carefully he was not so anxious to give up a good job. 

Some of you who still figure profit and stock turnovers the. 
wrong way, will please remember the figures I have just 
mentioned. You may want to ask me some questions on 
that subject. 

The Basis of Truth 


Truth always wins. Don’t tell your customer that you 
sell shoes below cost unless you really do it, for you will be 
branded as a liar, and no one trusts a liar. Don’t keep too 
many business secrets from your clerk for he is your mouth- 
piece, and anything he tells the customer goes either for or 
against you. You must first sell your ideas and your stock 
to the clerk before you sell them to the customer. If your 
clerk cannot be trusted he is ndt worth keeping. 

Don’t try to fool your neighbor or competitor on the size 
or kind of your business. The chances are he knows as much 
about it as you do. 

Cultivate telling the truth to the traveling man or the 
house you buy from and right now it is your solemn duty to 
yourself and our country to tell the truth about your busi- 
ness, that it is good. Don’t pick out some one bad week or 
bad month as a criterion to complain. Business as a whole is 
good and will continue to be good providing you help it 
along by making store improvements and push for increased 
business. 
pe Get the Business 

If the stock on your shelves does not sell at one price, sell 
it at another price, but get the business. The time has 
come when more profit will be made on the turnover than 
on the individual pairs. 


The Basis of Quick Turnover 


The Department stores, the chain stores and the large 
shoe stores are all doing well, because they conduct their 
stores on a turnover basis. Plans are made at the beginning 
of a season that so much business must be done on a certain 
amount of stock—that the overhead expense must not exceed 








a certain percentage on the sales—and the gross profit is 
fixed. But all that requires a little study and forethought. 

The trouble with most dealers is that they trust to luck 
instead of brains. They haven't the necessary figures on 
which to base their calculations. I have heard men say, 
‘‘my business is not big enough for bookkeeping. I have too 
much other work to do.” Yet you know and I know that 
there are hours wasted in every store and it only requires 
about ten minutes a day for any man to create records of 
his business, which will in time be worth thousands of dollars 
in his business. It is those records, which make big mer- 
chants out of little storekeepers. It is through such records 
that a man is able to tell the weak spots in his business. It 
may interest some of you who don’t know the facts that the 
big end of the shoe business is in the little man’s hands. That 
about 75 per cent of the business is done in stores, who sell 
less than fifty thousand dollars a year. Yet the big money 
is made by the minority instead of the majority. 


Death of Fred E. Sauer, Jr. 


Fred E. Sauer, Jr., the son of Fred E. Sauer, shoe special- 
ties, 134 Summer St., Boston, Mass., died recently from pneu- 
monia following influenza. 

Mr. Sauer, Jr., was only twenty-five years old. He was a 
Technology 1914 graduate and had been exceptionally suc- 
cessful in his profession of civil engineer. 

He had been employed by the Public Service Commission, 
New York City, for about eighteen months and for about the 
same time with the Bureau of Yards and Docks, U. S. N., 
Washington, D. C. In 1916 he became associated with 
Messrs. Metcalf and Eddy, 14 Beacon St., Boston. 

He leaves a wife and three small daughters, all under five 
years of age, a mother, father and two sisters. 
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Timely Topics to Discuss at Indianap- 
olis Convention, March 10, 11, 12 


The 1919 convention of the Indiana Shoe Retailers’ Asso- 
ciation will be held at the Claypool Hotel in Indianapolis, 
Ind., Monday, Tuesday and Wednesday, March 10, 11 and 
12 and from present indications the attendance will be the 
largest in the history of the association. So many questions 
of vital importance to the shoe men arising out of the close 
of the great war will be discussed that every dealer no differ- 
ence how small cannot afford to miss the meeting this year. 


Topics 


Will prices on shoes come down this year? 

What will happen when all Government regulations and 
restrictions are off June 1? 

What styles shall I buy for Fall? 

Will rubber prices be lower since shipping is easier? 

Will satin or suede pumps or oxfords be good for Easter 
trade? 

Will the returning soldiers demand Munson last dress 
shoes? 

Will I be able to buy seasonable shoes from stock? 

What about white shoes, pumps or oxfords for next 
Summer? 

How can I make more profit out of my business? 

How can I change my business from credit to a cash 
basis? 

These and many other questions are of great interest at 
this time. The Style Show alone is yorth the price of a 
year’s dues. 
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Answers to Income Tax Problems 


A Service of Practical Utility 


(COPYRIGHT, 1919) 


Question—The profits of my business for 1918 amounted to 
about,$10,000. How much income tax will I be required to 
pay on this amount? 


Answer—If you are a married man you are allowed an 
exemption of $2,000 together with an additional $200 for 
each child under 18 years of age. On the first $4,000 after 
that you are taxed at the rate of 6 per cent, and’on the rest 
at the rate of 12 per cent. In addition to this normal tax 
there is a graduated surtax which applys to all incomes of 
over $5,000. This surtax is 1 per cent on the income between 
$5,000 and $6,000; 2 per cent on income between $6,000 and 
$8,000; 3 per cent on income between $8,000 and $10,000, etc. 
Assuming that you are a married man with two children under 
18 years, your tax would be calculated in the following 
manner: 


Exemption allowed 
Amount subject to normal tax 


Tax on $4,000 at 6 per cent 

Tax on $3,600 at 12 per cent 

Total normal tax 

Surtax $5,000 to $6,000 at 1 per cent. ..$ 
Surtax $6,000 to $8,000 at 2 per cent... 
Surtax $8,000 to $10,000 at 3 per cent.. 
Total surtax 


Total tax 


Problem In a Partnership 


Question—I am one of three partners, and the profits of our 
business amounted to approximately $15,000 for the year 
1918. Each partner draws a salary of $3,000, but none of the 
profits of the business were drawn out by the partners. Will 
the partnership be liable for a tax on this profit? 


Answer—Your partnership business as such is not liable 
to taxation upon its income, but the individual partners are 
each liable for the tax on his share of the profits of the 
business, then each partner will be required to pay income 
tax on one-third of the profits earned, viz.: $5,000, and also 
on the $3,000 received as salary. In this case each partner 
would have to report an income of $8,000, being the two 
amounts together: From this may be deducted the exemption 
allowed to married or unmarried persons, as the case may be. 
The method of computing the tax for each individual partner 
will be the same as illustrated in the above example. 


Finding the Cost of Goods 


Question—We conduct a retail business and would like to 
know the shortest method of finding the cost of goods sold 
during the year. 


Answer—If you are buying and selling merchandise you 
should find your profits for the year on the following basis: 
First, ascertain the gross sales or the total cash receipts for 
the year. Then add together the inventory at the beginning 
of the year and the total amount of goods purchased during 
the year. From this sum subtract the inventory at the end 
of the year, and the result is the cost of goods sold. The cost 
of goods sold may then be deducted from the gross sales, and 


the difference is the gross profit. From the gross profit may 
be deducted the expenses of doing business and the result 
is the net profit for the year. The following illustration will 
show how this is done. 

Total amount of sales for year 1918 

Inventory January 1, 1918 

Goods purchased during 1918 


$100,000 


75,000 


85,000 
11,000 


Inventory December 31, 1918 
Cost of goods sold 


Gross profit 
Cost of doing business (itemize these expenses) . 


Net profit 


When the Wife Has Income 


Question—My wife receives an independent income. May 
she render the return for her income separately, or must her 
income be included with mine on the report I render? 

Answer—If the husband and wife each receive an inde- 
pendent income equal to or in excess of $1,000, separate 
returns may be rendered. If, however, the income of either 
is less than $1,000, but their combined income equals or 
exceeds $2,000, a joint return should be rendered. 


The Subject of Depreciation 

Question—May we claim depreciation on our stock of goods 
as a deduction from gross profit? 

Answer—Depreciation on goods held for sale is not allowed 
as a deduction, but the retailer may claim -depreciation on 
the property used for his business, delivery equipment, fix- 
tures, and other necessary equipment. Depreciation on your 
stock of goods would probably be taken care of in your annual 
inventory, as you would not inventory the value of an article 
at twenty dollars if it were worth only ten dollars, even though 
it has cost you more than ten dollars. + 


With Life Insurance as Business Asset 

Question—Our corporation carries life insurance policies 
on the lives of a number of the members of the organization. 
Is the premium paid on these policies deductible as an item 
of expense from the gross income? One of these policies 
thatured during 1918 and the corporation received the face 
value. Must the amount thus received be reported as taxable 
income? 

Answer—Premuims paid by corporations for insurance 
covering the lives of those interested in the business cannot be 
deducted from the gross income. The premium on such 
policies is in the nature of an investment rather than an 
expense, as the amount of premium paid will éventually be 
returned to the corporation, either through the death of the 
insured or when the policy matures. 

To determine the amount of taxable income to be reported 
for the matured policy, find the total amount of premiums 
paid on this policy. Subtract this from the amount received 
at maturity, and the difference is the amount of taxable 
income to be reported from this source. 
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Combination, Brown Over White 


One-Strap Bathing Sandal 


Black Plug on a White Oxford 


Feminine Styles of the Hour 


Harmonious Combination of Shoes and Gowns 
(By Our Fashion Expert) 


HE mild Winter is responsible for the number 
T of Spring suits that are being worn at this 
season of the year. Women are always de- 
lighted to buy new clothes if they are attractive and this 
year the display in the shops and in dressmakers’ establish- 
ments seems to meet with approval, judging by the number 
of smart clothes that are seen in hotels, tea rooms and at 
luncheons. The Spring suits are mostly in navy blue, 


henna, brown, tricollette or of some other fabric, with a _ 


vest of gray, white, beige, or handsome brocade. The skirts 
to these suits are made very narrow about the feet, a few 
being slashed so as to give the wearer freedom of motion. 
Some of the skirts are made quite low, but the preference 
seems to be the medium length skirt reaching to the ankle 
or slightly above. . 
The tailored dresses for Spring are usually made of some 
dark material and also with narrow skirts cut on similar 
lines with the suit skirt. Occasionally they are draped 
or made with a tunic, but they are all narrow and are con- 
siderably longer than last year’s skirts. 


For Morning Wear 


For morning wear with the tailored suit the high shoes are 
being worn to some extent. These are usually made with 
medium low heels ‘and rounded toes, suggesting comfort and 
practicability. There are, however, a large number of women 
wearing spats (with their low shoes) in all the various shades 
of gray or in tan or brown. The cloth kid top boot, in 
low, oxford, gray or tan with Cuban heel and pointed toe 
is by no means tabooed, but the women who are considered 
the smartest dressers seem to favor the oxford, even for 
morning wear. The oxford that is usually chosen is of black 
suede or kid, or of dark brown kid or suede. The mannish 
oxford, made of russet brown or black leather and worn 
with heavy woolen socks, is also considered very smart and 
has been taken up by some of the younger girls, who realize 


the inpracticability of wearing a silk stocking with the low 
shoe in cold weather. 


At Tea and Exclusive Parties 

At tea time, when the more dressy suit or frock is selected, 
the low shoe is usually chosen. These are usually of black 
suede or satin and occasionally in dark brown. 

At some private affairs, where: elegant costumes pre- 
dominate, oxfords or pumps usually match the color of the 
gown. Gray is popular at present, and there is considerable 
call for gray suede oxfords and pumps. 

While the oxford is seen on some of the well-gowned women 
this Winter, the pump is also noted, particularly at afternoon 
affairs. 

An Era of Buckles 

The black patent leather pump with handsome ornaments 
or buckles gives a pretty finish to the smart costume and 
looks particularly well on the foot, so that many women still 
prefer it to any other type of shoe. Many- novelty buckles 
have been brought out for Spring in additien to cut steel in 
various shapes and forms. These consist of enamel buckles 
in black and dull silver, or satin buckles embroidered in 
Oriental patterns and bead buckles for dress occasions. The 
more elaborate buckles of all kinds are only worn for afternoon 
and evening wear. For strictly street shoes the buckle is 
either of leather in black, silver or gold or combinations of 
black and gold. 
; Shoes Apropos of Gown 

The question of selecting the proper shoe with the proper 
dress is equally as important, or more so, than ever before. 
The boot-makers are bringing out many novelties to meet the 
tastes of the fastidious women. Now that there is no longer 
a cry of being unpatriotic, women are buying indiscriminately 
without reference to price, and a shoe or boot that looks well 
is often chosen without considering whether it is too expensive 
or not. 
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Navy Blue Favorite Color 

Although Spring is in the air and the war is over, the 
fashionable color is navy blue. Other shades are seen, but 
the proportion of bright color gown or suit is comparatively 
small, and navy again reigns supreme. However, many of 
the navy suits and dresses are livened up by the introduction 
of colors, such as Victory red, henna, Dutch blue, gold, green 
and peacock. ‘With these dark-colored dresses the shoes are 
either of black or dark brown, and when the high boots are 
worn with colored tops they are usually dark brown or 
black, although occasionally light gray or light tan is noticed. 

There is no attempt being made by well-dressed women to 
wear loud shoes, as they realize that a harmonious combina- 
tion is essential and that by wearing a striking shoe the effect 
is spoiled rather than added to. 


- 


At Southern Resorts 

The style leaders are particularly interested in what is 
being worn at the Southern resorts, and many have flocked 
there during the past weeks to see if anything new is being 
introduced. From what we hear, the revival of sport cos- 
tumes is very apparent and sport skirts and-sport suits are 
very much in evidence in the morning. White as usual is 
very popular, but many dainty colors in pink, blue and 
green are also being worn and white combined with red, 
Dutch blue, or green make a very popular and stylish com- 
bination. As it is practically impossible to get colored 
shoes that correspond with the light colored sport frocks, 
all white shoes in canvas or buck are usually chosen. Occa- 
sionally colored leather is seen, but in this case it must match 
the trimming on the dress or the entire color effect is spoiled. 

For golf and hiking no improvement can be found on the 
russet or black calf boot with heavy sole, which are made 
so as to give comfort and carry out the purpose for which 
they are intended. ‘ 
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At afternoon teas, at the southern resorts the women are 
wearing smart gowns in satin, tricollette and printed chiffons. 
Satin dresses are in soft shades of gray, henna and tan. 
The chiffons are sometimes on black or navy grounds but 
printed in light colors. Rich embroideries are used on some 
of the dresses in dark colors, indicative of what will be the 
fashion during the coming Spring and Summer. 





‘SWhat About Daylight Saving’ 


Washington, 'D. C.—The farmers are complaining against 
“Daylight Saving.” They do not want the clocks set for- 
ward an hour because of the effect it may have on the farm- 
ing business. They cannot see that they do not have to work 
by the clock and can start in at five o’clock in the morning 
just as well as at four o’clock. However, Congressman C. 
William Ramseyer, of Iowa, on their behalf, has introduced 
a bill into the House of Representatives to repeal the law. 

The change in time will take place at 2 A. M., March 30. 
The idea is that daylight saving was only for the duration of 
the war, and that in order to repeat the operation of setting 
the hands forward, Congress each year would have to enact 
new legislation. This is incorrect, for the existing law pro- 
vides ‘‘That at two o’clock antemeridian of the last Sunday in 
March of each year the standard time of each zone shall be 
advanced one hour, and at two o’clock antemeridian of the 
last Sunday in October in each year the standard time of 
each zone shall, by the retarding of one hour, be returned to 
the mean astronomical time of the degree of longitude gov- 
erning said zone, so that between the last Sunday in March 
at two o’clock antemeridian and the last Sunday in October 
at two o’clock antemeridian in each year the standard time 
in each zone shall be one hour in advance of the mean astro- 
nomical time of the degree of longitude governing each zone, 
respectively.” 


Shoe Style Show in New Zealand 


Original, refined and interesting was the con- 
sensus of opinion on the initial footwear and hosiery 
parade of Messrs. Collinson & Cunninghame, Ltd., 
Dorothy Dodd agents at Palmerston North, New 
Zealand. 

Artistic lithographed invitations mailed to a 
selected list announced the hours of the parades, 
stressing the fact that advertised hours were 3, 
3.30, 4 and 4.30 daily, while private displays were 
to be given at 2 and 2.30—a compliment that was 
keenly appreciated. 

From the staff of the store five young ladies were 
selected as models and fitted with six changes of 
shoes and hosiery. The window is shown with its 
hangings of black velvet, relieved by the judicious 
use of Bodine conventionalized decorations. The 
staging, 14 feet long and 30 inches high, had wings 
constructed for the entrance of the models, who were 
cut off from view except for the essential details of 
shoes and hosiery by the hangings, which had a 
clearance of 12 inches off the stage. The lighting, 
arranged in footlight fashion, was highly effective. 

To a lady solo dancer on the store staff was en- 
trusted the arrangements for correct steps and 
posing of the models, who at half-hour intervals 
came on for about seven minutes at a slow waltz 
step, taking ‘up their positions in numerical order 
where marked, and posing to show the footwear from every 
angle. Following this, the models walked off and reap- 
peared to sit on stools provided and display the shoes again. 


Small descriptive price tickets were shown with each parade, 
giving some style features of the shoes with prices, the 
hosiery being also briefly described and priced. 
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HE new building made necessary by the tremendous 
T growth of the business of the R. H. Fyfe & Co., is at 

the present writing receiving its finishing touches. On 
February 15 business in the old stand will be finished and 
the new store’ will be opened to the public the following 
week. 

This building will enable this long-established firm to give 
its patrons a service that could not be given in the old store 
on account of the cramped conditions of the salesrooms. 
The new building stands as a landmark to R. H. Fyfe’s 
ability to build business upon the soundest of all foundations 
—service to the customer. 


Planning Finest Store in America 


When completed there will be no shoe store in the United 
States to compete with it for completeness of appointment 
and equipment. The ten stories will be occupied entirely 
in the management of this great retail shoe establishment. 

Owing to the unsettled building conditions, it has been an 
uphill task in getting the building in shape for occupation. 
At one time the completion of the building was despaired 
of, owing to war restrictions on building which necessitated 
leaving the upper two stories to be completed at a later time. 

The building has a frontage of 105 feet on Woodward and 
45 feet on Adams Avenue, and when completed will cost in 
the neighborhood of $300,000. 

From a small business amounting to only a few thousands 
in 1865, the firm has steadily grown under Mr. Fyfe’s man- 
agement until now the sales are approaching the two million 
mark for the year. 

The panoramie photograph reproduced herewith shows the 
prominence of the site chosen by Mr. Fyfe for the new store, 
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New R. H. Fyfe & Co.’s Building in Detroit 


To Be Opened Washington’s Birthday as a Landmark to an Ideal 
“Service to the Customer ”’ 


which is unquestionably the centre of the retail business 
district of Detroit. 


‘““WHAT SERVICES IN BUILDING” 
In the Opening Announcement R. H. Fyfe & Co. Says: 

“Our new building, made necessary by the constant growth 
of our business and also by our desire to provide better 
service for our patrons, will be devoted exclusively to the 
sale of shoes and hosiery. 

“Its enlarged facilities will enable us to put in actual 
operation many extensive service plans we have long had in 
mind for the comfort, convenience and satisfaction of our 
customers. , 

“One entire floor in this new building will be devoted to the 
service needs of our customers. Here will be found a com- 
plete service department for the repairing and altering, and 
the most modern facilities for cleaning and polishing shoes. 
On another floor will be found beautifully appointed rest 
rooms for women and children. 

“Our Children’s Department will be enlarged and many 
new service features incorporated in it. A large play-room, 
equipped with all the newest toys and games, will provide 
amusement for the children while the mother is engaged in 
shopping. Competent attendants will be in charge at all 
times. 

“A Children’s Barber Shop is also one of the many inno- 
vations. You may bring the children here, where only 
barbers who make a specialty of children’s haircutting will 
be employed. Mothers will appreciate the exceptional 
convenience of this service. 

“Ample elevator service will provide quick access to all 
floors and the equipment throughout will be of such character 
that the selection of footwear will be a distinct pleasure. 
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N sthonal Survey of Employment in Shoe 
and Leather Industry 


Washington. 

EPORTS assembled by the United States Employment 

Service and by R: R. Wright, liason officer between 

the Labor Department, the War Industries Board, 
and the Contract Division of the War Department, show 
that the shoe industry is probably the least affected of all 
the industries by the sigriing of the armistice. This situation 
applies to the entire leather business with the exception of 
the harness and saddle manufacturers who have been hit 
hard. 

In the shoe industry, the transition from war to peace 
conditions is being brought about with the least possible 
friction and every indication points to a splendid outlook in 
the manufacture and sale of shoes. = 

This is due to the natural conditions which surround the 
business and because of the manner in which the Govern- 
ment has handled the cancellation of war contracts. There is 
little or no chance for any shortage of labor in these industries 
and prices of commodities and of labor promise to remain 
about the same. 

At the beginning of the war there was no surplus of labor 
in the shoe business, a condition which found its reflection in 
the fact that the prices of shoes had been gradually going 
upwards during the past few years, and there was no over- 
stocking of the market anywhere. 

When the war came, the Government distributed its con- 
tracts generally and in such a way that the manufacturing 
concerns were enabled to continue a high percentage of 
civilian industry. While the production of civilian shoes was 
cut down, the demand for them was also lessened because of 
the millions in the Army who were no longer wearing civilian 
shoes but were equipped with Army shoes. 

By the continuation of civilian manufacture the factories 
were in position to return to the manufacture of civilian shoes 
without much difficulty. 


Transition from War to Peace Gradual 


In the cancellation of war contracts the Government 
exhibited an appreciation of the situation as it affects this 
industry. Manufacturers in most cases had stocked up with 
the material for huge contracts. They were compelled to 
purchase a special kind of leather for Army shoes, had in- 
stalled special machinery, special lasts, etc. To have can- 
celled ‘these contracts instantly would have caused great 
commercial loss and unemployment. The Government 
decided that, since it would always have an Army, and since 
it was unlikely it could purchase shoes in the future more 
cheaply. than now, would permit the completion of con- 
tracts for which special material was on hand, and all 
work that was in process. 

The result has been that the transition from war to peace 
conditions in the shoe industry has been gradual and is 
being brought about with the least possible dislocation of 
industry. The Government is being supplied with a large 
stock of shoes which will be gradually absorbed by the 
regular Army which it will maintain so that there will be no 
loss to the tax payers. The supply of shoes upbuilding is 
merely a form of investment which the Government can 
undertake as a method of continuing employment and of not 
dislocating one of the most important industries in the country. 





(Special to the ‘‘ Recorder” by United States Employment Service) 








The supply of shoes which is being assembled by the 
Government is distinctly different from other forms of war 
manufacture which if continued would be a total loss. Manu- 
facture of such war material as tanks, of high explosives, of 
mustard gas and other forms of chemical war fare, which if 
made could only be thrown away, is distinctly different from 
the shoe supply which will always be available for us. 


No Shortage of Skilled Labor 


The labor situation is reported highly gratifying. Previous 
to the war there had been a shortage of labor used in the 
manufacture of shoes. It is a highly skilled branch of labor 
and the necessities of the war resulted in the training of an 
extra supply of the form of labor used in the industry. The 
requirements of the civilian industry mean the retention of 
this labor and the demand for shoes which is constantly 
increasing because of the return of soldiers who are equipping 
themselves with civilian shoes and the increased readiness 
of the public to buy because the return of peace lessen the 
necessity for rigid economy and give the shoe industry a 
particularly optimistic outlook. It is a better situation than 
before the war. 

Increase of Unemployment 

The cheerful condition existing in the shoe business is 
highly gratifying to the United States Employment Service 
which is finding its difficulties in other branches of the service. 
Unemployment has increased from 12,000 a few weeks ago 
to 290,000 according to the last reports and the trend remains 
upward. This in the face of the fact that the reports of the 
United States Employment Service show that it has placed 
in employment 3,495,403 persons since January 1918. During 
that time it referred to employment 4,465,987. The differ- 
ence of the total number referred to jobs and the number 
reported placed by the Service is due in a large measure to 
the failure of employers and employed to send in their return 
card. It is estimated that of the four million, four hundred 
and fifty odd thousand referred to jobs over four million 
received employment. 

While the dangerous tendency towards unemployment 
continues, it is regarded as a temporary phase of the situation, 
and will be alleviated as soon as business conditions become 
more settled and a certainty as to conditions invites business 
activity. The United States has a gold reserve many times 
that of other countries and was hurt less by the war than any 
of the belligerent nations. A.general period of prosperity is 
anticipated, provided the present dangerous period can be 
bridged. 

In order to aid in bridging it, the United States Employ- 
ment Service is lending its efforts towards the establishment 
of buffer industries which will create temporary employment. 
Among these special attention is being paid to the resumption 
of the building industry which virtually stopped during the 
war period. Business is being encouraged so far as possible 
to resume its initiative and everything is being done to force 
home upon the public that it is as patriotic a duty to assist 
in the period of reconstruction as it was to add in winning the 
war. 

The ‘war has been won; it remains to win the peace on 
conditions which will make everybody prosperous. 
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Why hunt merchandise here, there and everywhere when you don’t have to? 


—it’s so much easier for you. 


to buy your lines at the Bush Terminal!Sales Building, where the representative 
shoe manufacturers center their displays, where variety leads to profitable 
comparison and quick selection, where buying is a pleasure! 


“The time has come,”’ the Walrus said, 
“To talk of many things— 

Of Shoes, and Ships and Sealing Wax, 
And Cabbages and Kings.” 


The time has come when Bush Terminal 
Sales Building shoe manufacturers can talk of 
many things—things that all go to boost 
sales for your store. 


Within an almost unbelievably short time, 
this constantly growing group of far-sighted 
firms has, brought together an array of boot 
and shoe displays that is well worth your 
immediate inspection. 


To find your lines concentrated on a single 
floor in a building erected especially for the 
purpose is a new idea. It’s a step in the right 
direction. You'll like it the minute an try 
it out—you'll quickly see the way to easy, 


. profitable buying. 


Here you not only find ample showings of 
your major stocks, but you constantly rub 
elbows with a multitude of “unusual” num- 
bers—numbers that build a reputation for 
keeping abreast of the times. 


Your trudging is done for! This ““Wonder- 
land” of footwear halves your buying time. 
It helps double your profits! 


Timely Offerings of Footwear at Bush Terminal Sales Building 


SHOES 


= GIVES!US F eyovy & to inform our customers 
and friends tha ve opened sag office and on displa 

a room in ‘che Bus Bak Terminal Sales Build- Hart. 
George W. Shoe Co., Room 1621. 


MEN'S KOKO Gale pare ate Du Pont last. 
New, narrow toe. y smart model for 
oung men. Has that Banister look! 4 

Seatster Oe., Newark, N. J., U. S. A., Room 
1519. 

LADIES’ PATENT LEATHER 
PUMP. Turn sole. 
to D, +> 3-7. 
Bliss & P. erry Co. 

MEN’S SHOES on the mc Combination Last. 
Made of tan or Russia, Kid, or Kangaroo 
leather. ‘Will best * pen Men.” Boyden 
Shoe Mfg. Co., Room 1501. 


| LADIES’ PATENT OPERA, long, vamp; Poi Pointed 


toe, 21-8’’ full => 
iat, I No. 251. Pao 4°30. yo D. tne om 


Co., Room 1609. 
TAN ELK ome ole: children's modes and p> hig 


ith all th Wee St 4 Fittin 
wi e Wear, and Fi 
seem Goze mate Ge wien gc 
‘oom 1 


facturers of women’s 


SERVICE 
Room 1615. 


SEAMLESS 
. Instock AA 


y ody a 83. Price $4.10. 
619. 


w cloth 
a 


EXPORTERS—A full line of ow 1 women’s and 
children’s Ta os ready for immediate 
export shipmen e solicit your fogutinn. 
Guinee. Gordon & Winston, Room 160. 
a 4 a, veoTwans. The line that 
a styl r d by-word-of- th” 
Vv Ww -mou' 
p LF. ‘ “ ha develop “by Room 1415. 
WOMEN’S RAT aE BOUDOIR SLIPPERS. 
No. 1700. Heavy silk pompom. Leather sole. 
Low lea heel. Turn process black. 2 to 8, 
width D. $1.50 . Daniel Green Felt Shoe 
Co., Room 1401. 


THE KRIPPENDORF-DITTMAN CO. Manu- 


and McKay shoes. 500 
y in Room 1515. In 


CALF AND » Sapova RIDING AND FIELD 


sizes in stock for immediate 
qunsuns Ses eae get ep. R. H. 


WASHABLE SHOE. White and colored canvas 
priced welt, turn and white pique with detachable inner sole. No. 
inct styles. Samples ae os oe Ideal Baby Shoe Co., 


WOMEN’S AFRICAN BROWN KID TULANE 
i Leather Louis heel. 


D. 7p ts, Se. . 
t in any & = = 1417. 
Hoskins Co., WOMEN’S “DUVAL" BRAND QUALITY 
FOOTW A iuine. Combination 
‘bier forte tender fest Eaubaee ; 
‘ ‘or 
Co., Room 1 


lovan puttees. All 





5. 
“cent 10 da: 
617. sae 


LADIES’ FASHIONABLE PUMPS for wear with 
a dull 

wr ay es rl — heel. and 

D. $4. Co., Room 1504. 


womare BROWN CALF er LACE WELT 
RCH PRESERVER, Medium heel; widths 
AAA to Let 


BUSH TERMINAL SALES BUILDING 


Home of the International Buyers’ Club 
130 West 42 Street, East of Broadway 
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CONDITIONS ON THE COAST 


Survey by Gene Murphy Repre- 
senting the Menihan Company on 
the Coast 


A close-up view of things on the 
Pacific Coast reveals to us the fact that 
distance magnifies difficulties as far as 
the Government regulations are con- 
cerned. The shoe retailers have come 
to this conclusion themselves and feel 
that the effect on business has been 
exaggerated, at least for the next six 
months, and they believe that by that 
time matters will adjust themselves so 
that the dealer will suffer little hardship. 

The season just closed has been one 
with more problems than any of the 
late merchandising years. , The con- 
ditions have been the means of making 
prompt reductions in stocks and ma- 
terially reducing the amount of invest- 
ment in most cases. A decided wariness 
in placing future orders, and the entire 
elimination of non-essentials has been 


Traveling, Sh e Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 


SIMA CAATAOAATAUATAAUUALATOSOUAAUEADANUOOOAOROGUODANEAAGSEGO 04 0UCGOOUMEOUUGAUAGOOALAGTOOATONCACALAEUUACCCCOCAACCACQQUOTACOCUUCUAAUCUORUOLUAACCOAUCORAMEAOAUATAITIAUCCUUUOTANEAAUOTELAOMUODIOIA Te 


universal. However, these very con- 
ditions have been the means of crystaliz- 
ing the ideas and ideals of the business 
men of the West. The day of expansion 
and solidarity is at hand. The relation- 
ship between dealer and consumer is 
built upon the basis of sound under- 
standing. 


Better Team Work 


There is also a renewed association 
between the manufacturer and the 
dealer, which amounts to skilful team 
work. The manufacturer is improving 
his product, while the dealer is giving 
the consumer much better service. 
Although the manufacturer finds the 
expense of making the improvements 
begun by the nation is enormous, he is 
gladly making the sacrifice for the 
Nation’s good. Patriotism, and the 
desire to co-operate with the Govern- 
ment in all matters is unlimited and 
leads one to believe that only good can 
come out of this awful war. 


Ogden Shoe Company’s Sales Force 


‘Top row, left to right—R. A. Crockett, A. S. Johnson, E. W. Allen (Sales manager), 


E. M. Ogden (President), J. E. Preston, J. M. Rasberry. 
P. Houser, C. C. Bowen, G. A. Deker, Ashley Kennedy, John W. Rhodes. 


right—P. 


Bottom row, left to 
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Business has become much more 
systematic. It has learned to under- 
stand the meaning of co-operation and 
standardization. The shadings of these 
words have been given a new meaning 
under the War Industries Board. 

The “High Class” stores, which have 
been the only sufferers practically, are 
now coming back to their own. Their 
“Charge Customers” are buying freely 
of both dancing and party slippers, not 
to say, dress shoes. This would seem 
to point to the fact that the wealthier 
class is preparing to resume its pre-war 
life. 

The whole points to the fact that 
there has never been a time when the 
outlook on this Western coast was 
brighter than it is now. Most surely 
do I look for a return of prosperity as 
our particular branch of merchandising 
has learned the value of a just return on 
invested capital. 


WHAT THE SHOE TRAVELER 
CAN DO 


To Spread Doctrine of Good 
Americanism 


The words of Senator Warren G. 
Harding of Ohio to the sales agents of 
the National Cash Register Company 
in recent convention at the factory at 
Dayton should not be overlooked by 
shoe travelers as they go out into their 
territories this season in their didactic 
state of mind, teaching the dealer the 
merits of their lines, for in their dis- 
cussions other subjects will come up. 
In speaking of the element of unrest— 
Bolshevism—which has recently be- 
come to some extent evident in this 
country, Senator Harding said: “To 
you men who are achieving success, it is 
a part of your work and duty to create 
intelligent American sentiment, which, 
after all, is the defense of the Republic. 
Have you ever asked yourself what a 
popular government is? It is theoreti- 
cally the domination of the majority in 
numbers. Popular government, in 
fact, is the domination of. intelligent 
public understanding, because intelli- 
gent public understanding leads to 

(Continued on page 93) 
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This Advertisement Is Appearing in the Literary 
Digest on February 15 


ti ZZ 


“Millions of People Are 
Reading This Strong, Convincing Line of Copy Each Month — 
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That is the message we are sending into millions of homes each month through our enormous 


National Magazine Advertising Campaign for 1919. - rs 


This is constructive, business-building publicity. It not only creates a demand for Dr. Scholl’s 
Foot Comfort Appliances and Remedies but it tells the millions of foot sufferers where to go to get a 
highly organized, specialized foot comfort service. 


Hammering this message home, month after month and year after year, through the use of full 


page copy in such dominating magazines as 


The Saturday Evening Post Ladies’ Home Journal 


Literary Digest Cosmopolitan 


has created an unprecedented demand for foot comfort and has thoroughly established the Shoe and 
Department Store as the logical places to secure this particular class of service. 


Thousands of dealers are today “cashing in” big on the Dr. Scholl Foot Comfort Idea. You will 
find it firmly intrenched in the smallest towns as well as the metropolitan cities. It’s a big revenue 
producer within itself and as a builder of a shoe business, it has no equal. © 


Install, at the earliest possible date, a complete line of Dr. Scholl’s Appliances and Specialties, 
train your help in Practipedics—the science of giving foot comfort and push your store to the front as 
headquarters for foot comfort. You will be astonished how your entire business will develop, your 
profits will increase and your reputation will spread. 


Write our nearest office for new illustrated catalog and complete information on the foot comfort 


service idea. 


THE SCHOLL MFG. CO. 
Largest Makers of Foot Appliances in the World 
213 W. Schiller St., Chicago 339 Broadway, New York 
Toronto London 
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LOCKING SHANK TO INSOLE 


The Crawford Arch-Supporting Shank. 


has attained such wide use, has given such wide 
satisfaction in the cure and comfort of arch troubles, 
has banished so much pain and restored so much 
happiness, that it is now the standard. Why? 


The Crawford Arch-Supporting Shank 


is a simple, sensible, practical, economical ad- 
dition to the ordinary structure of the shoe. 
Locked to the insole, it adds to the life of the 
shoe by holding its shape, and to the comfort 
of the wearer by taking the direct pressure of 

uence cota tain the body off the arches and avoiding contact 
with sole and skin. 


Never use shifting shanks, or any shank 
appliance that is placed on the insole after 
the shoe is made. Such things only add to 
foot misery and bad health by emphasizing 
arch trouble. Avoid them. 


The Crawford Arch -Supporting 
Shank 


is a fixture in the shoe itself, tried, tested and 

triumphant. Shoe dealers will give perma- 

nence to their custom trade if they have their 

manufacturers add it to their shoe orders. — WITH CRAWFORD SHANK 


United Shoe Machinery Corporation 
BOSTON 


BRANCH OFFICES 
Johnson City, N. Y....124 Main 


18 South Market 11 Florence 
708 Broadway i 
Esse 216 Chartres 
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NEW YORK’S SUBWAYS 


WILL TEACH YOU 
A GOOD MOVE 


DIAMOND 
POINTERS 


Watching others is 
as important as be- 
ing watched. The 
ideas you pick up, 
from people who 
make good, afford 
you all the gain 
without the expense 
of discovering them. 











The only justifica- 
tion for a speech is 
its message. If none 
listen, the message 
has no interest. We 
keep on talking be- 
cause we get so many 
hearers. Will you 
be in the next group? 











HERE is a peculiar advantage of this traffic system 
which makes it attractive to the great majority. Be- 
ing so much in demand, it is always crowded. When 

trains pull in, there’s a rush. Seats are limited compared 
to the demand. The folks who get them sit down smiling, 
The rest stand up and hang on to a strap. 


Now there’s a great suggestion in that scene. The fellow 
who pushed ahead made good. It is the same everywhere, 
socially and commercially. You can’t hang in the rear or 
take it easy. Thousands will rush by you. The older the 
idea, the more true it seems—especially with our problem. 


Now that we are to take on additional patrons because of 
our increased output, we can see that some may be too 
late. Our lists show a great number of merchants who 
would like to try our shoes. It therefore rests with you to 
put yourself on record. The urgency of this can best be 


appreciated from the following: 


Bear in mind that for three years we have been oversold 
fully 50 per cent. Millions of dollars of business was turned 
down; hundreds of retailers disappointed. There must be 
something about our shoes to create this demand. 


After all, it may not be what we say, but what is said about 
us. Yet the business we get should be some proof of the 
attractive features of our line. Don’t stand still any longer. 
Get an early start. Say the word and we will have a man 
call with Fall samples. 


Diamond ShwzC 








FACTORIES 





NEW YORK STOCK 
IM. 
D SALESROOMS 
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Working for the Home 
Folks Again 


NLY a few weeks ago we were working 100% 
for the comfort of Uncle Sam’s boys abroad. 


We had to deny our dealers and our home folks the 
U. S. “Protected” Rubber Footwear they wanted so 
badly. 

But over night, restrictions have disappeared and we 
are back on the job for you and your customers with 
the U. S. “Protected” Rubber Footwear that they 


have been denying themselves. 


Every Man Qutof:Doors 
Needs Rubber Footwear 


and he has the money to-day to buy the kind he 
knows feels better on his feet and lasts longer. 


Now is the time to stock up quick on U. S. “Pro- 
tected” Rubber Footwear, Mr. Dealer. If your stock 
is like that of most stores you need U. S. “Protected” 
Rubber Footwear badly. Today is the time to rush 
your order to the nearest distributor and get the —_- 
you need. 
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BOOTS AND SHOES 
Weather So Far Not Over Propitious 


It may not have seemed possible, but 
last week nearly one-half of the United 
States, was covered with snow. At 
least that was the Government report 
of the state of affairs on February 3, as 
shown by the weather chart of that 
day. However, a close inspection of the 
chart showed that by far the larger 
part of the covered area had less than 
an inch of snow, while the regions really 
snowed under were mainly in the 
Rocky Mountain sections, and North 
Dakota, Minnesota, Northern Michi- 
gan and Northern New England. 
These -really Wintry sections in all 
aggregated hardly more space than the 
State of Texas, and in population, 
probably did not exceed that of the 
Lone Star State. This state of affairs 
was hardly conducive to retailing rub- 
ber footwear. 
Chicago or New York would be far 
more profitable to the trade. The 
prophecy of the ground hog may be 
fulfilled, and we may have six weeks 
more Winter, but with February nearly 
half gone at present writing, with no 
signs of Winter worth mentioning, Mr. 
Arctomys Monax will lose his reputa- 
tion as a seer unless his action of return- 
ing to hibernation is justified pretty 
soon. However, six weeks from now is 
only April 1, and we all have known of 
severe Winter up to and even beyond 
that time. There’s a chance for a big 
run on rubbers between now and 
Easter. 


TENNIS LINES 


Will Sell Well Even as Early as 
Easter 


Speaking of Easter, retail shoe mer- 
chants are making preparations for a 
big Spring trade. The war restrictions 
are off, and Spring and Summer foot- 
wear will take on a brighter hue. With 
tennis lines being made in whites and 
colors, and with the new construction 
shown by several manufacturers, there 
is really a pretty good chance to sell 
these lines for the Easter holidays. 


‘supply of plantations. 


A foot fall of snow in 





The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 


Sarco TOO AAT AAATOONSO ATTACHE 


There is no question about their sala- 
bility later, and the enterprising re- 
tailers who cater to high-class trade are 
stocking up preparatory to a large 
business. The common every-day varie- 
ties of tennis shoes will sell later, and 
from present indications, dealers expect 
to do a thriving business in these, if 
advance orders are any criterion. 


CRUDE RUBBER 


Spot Stocks Well Sold Up and 
Prices Higher 


There was quite a flurry in the crude 
rubber market last week, owing to the 
somewhat simultaneous action of rub- 
ber manufacturers coming into market, 
and practically absorbing the spot 
Evidently there 
is a general movement on the part of 
rubber goods producers to increase their 
output, and possibly to do so as quickly 
as practicable. This demand, coming 
with comparative suddenness, naturally 
had a bull effect on the market, and 
prices of plantations were pushed up 
2c to 3c, and South Americans advanced 
in sympathy, though not to so great 
an extent. By the first of this week 
spot East Indian was scarce, and prices 
steady, though in absence of stock to 
deliver, such prices were to a certain 
extent nominal. There is a considerable 


- amount of Far East rubber afloat or 


awaiting shipment, and quite a little 


business is being done in stock to arrive. ' 


First latex pale crepe is quoted 55%c 
for March, 53c for April-May, 52c for 
May-June, and 51%, for July-Decem- 
ber. Forward quotations for ribbed 
smoked sheets are lc less than these 
quotations respectively. As a_ rule 
buyers are reluctant to pay these prices, 
and the market has quieted down con- 
siderably in consequence. Their argu- 
ment is that with the steadily enlarging 
stocks in growers’ hands, and the 
probable increase in shipping facilities, 
together with the fact that Great 
Britain has more rubber on hand than 
she can consume in her normal in- 
dustries, to which is added the dis- 
inclination on the part of growers to 
trade with German manufacturers, the 


Eisysaui , UOTE 


cor 


Far Eastern market is likely to have an 
over-supply of gum, which would tend 
to reduce prices. 

However, spot prices, though to 
some extent economical, as stated above, 
are firm as follows. 

We quote today’s spot prices: 
Upriver fine para 
Island fine 
Upriver coarse 
ee ee ere 
Caucho ball upper 
Caucho ball lower............. 
Cameta.. : 

First latex pale arene... 

Smoked sheets. . 

Brown crepe 

Centrals and Mexicans 
Guayule (20 per cent moisture) . 
Guayule washed and dried.... 


Scrap Rubber 


As far as the retail shoe merchant is 
concerned, the scrap rubber market is 
of little or no interest at present. It is 
claimed that scrap boots and shoes are 
likely to decline even as low as 6c, but 
dealers are of the opinion that with the 
starting up of rubber manufactures of 
all kinds, and the heavy demand which 
has cleaned out the crude rubber 
market, reclaimers will Soon find a 
growing demand for their product, and 
that therefore scrap rubber is a good 
stock to hold. Both arguments are 
reasonable, and the collectors, many of 
whom have fairly large stocks on hand, 
are indifferent sellers, unless pushed for 
money. The fact is dealers are quoting 
somewhat lower figures than last week, 
but are not securing enough at these 
reduced quotations to really establish 
prices. Quotations are as follows: 

Boots and shoes: Boston, $7.80 to 
$8.00; New York, $7.70 to $7.90; 
Philadelphia, $7.50 to $7.60; Chicago, 
$7.25 to $7.35. 

Trimmed arctics: Boston, $5.75 to 
$6.25; New York, $5.75 to $6.25; Phil- 
adelphia, $5.60 to $6.10; Chicago, 
$5.50 to $5.75. 

Untrimmed arctics, $4.75 to $5.00; 
New York, $5.00 to $5.25; Philadelphia, 
$4.75 to $5.00. 
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VERY merchant has been Moya” 


expecting something new 
and distinctive this season— 


Here. it is— 


The ‘‘Step-A-Head’’ Oxford. Another 
Victory for ‘‘The Fashion Plate’’ Shoe. 
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See No Lowering of Prices for Shoes 
Rhode Island Merchants Tell the Public the Facts on Footwear Prices 


regard to the present price of shoes was voted at the 
monthly meeting of the Rhode Island Shoe Retailers’ 
Association, held at the Regal Shoe Store, 330 Westminster 
St., last week. Byron S. Watson, president of the National 
Shoe Wholesalers’ Association, and a member of the industry’s 
war service committee, explained the war-time regulation of 
the shoe industry by the War Industries Board. 
Mr. Watson praised the growth of local group meetings, 
which has increased the membership of retailers’ associations, 
and the conference committee of the allied 


\ CAMPAIGN of publicity to inform the ‘public with 


agreed that a second important cause was the reluctance of 
buyers to purchase more than their emergency requirements 
at the present level of prices, and it was felt that a determina- 
tion of a post-war level of prices for basic commodities was 
urgently needed. {t was the general opinion that a large 
latent buying power exists in the country which needs only a 
satisfactory level of prices to become effective. 

“It was pointed out that the establishment of a satisfac- 
tory level of prices at this time offered particular difficulties, 
because war prices, as fixed are recognized as abnormal; on 





shoe and leather industries. This com- 











mittee will seek to improve the line of 








styles. 

The president, George E. Peirce, pre- 
sided. A nominating committee for the 
annual meeting in March at the Turks’ 
Head Club was appointed, with Frank 
Boule (chairman), W. W. Monroe and E. 
S. Lafayette. J. Albert Thomas was asked 
to ascertain from the Chamber of Com- 
merce regarding the proposed Federal 
luxury tax on shoes. The committee on 
press publicity was named with F. E. 
Ballou (chairman), A. E. Peloquin and 
W. P. Butler. 


. 


A Commission to Study 
Prices 


The Confidence of the Public Must Be 
Restored in a Safe Level of Prices 


Washington—Forced with conditions re- 
quiring immediate action if the country is 
to be saved from widespread unemploy- 
ment, the Government has taken the initial 
steps toward the creation of a commissivu 
to deal with the question of prices and a 
cablegram has been sent to the President 
by Secretary Redfield, of the Department 
of Commerce, asking his approval to the 
formation of such a board. 

Following a meeting of the cabinet, at 
which the problem was exhaustively dis- 
cussed, business men in all lines were called 





Of Supreme Interest to the Public— | 
i 


-Facts About Shoes | 


From the report adopted by the Joint Conference Committee of th 
Allied Shoe and Leather Ind be > 
New York, January 13, 1919. 


ECAUSE there is a pranouriced tendency to see things as we would like them 
instead of as they are, it is neeessary that we make a careful survey of the 
many factors entering into the situation. 


Considerigg all available sources of information, the following facts appear: 


‘The supply of cattle in the world, in ratio to population, has 
during the war. _ There is no surplus of hides, skins, leather or shoes, and in fact a 
shortage exists in a majority of the European countries. 


Packer hides in this countrv are extremely scarce, and practically the samé con- 
ditions apply to country hides. Other countries appear willing to pay: higher 
prices for South American and other foreign hides than the-United States Gov- 
ernment has fixed. 

‘There 1s no surplus of sole leather of good quality and this also applies to upper 
leather. Kid skins are in sort supplv and evidently are going to advance again 
in price. 

Cost of production, including labor, is higher than ever before 

It would seem. in view of these conditions, that merchandise on haud and-or- . 
dered, 1s certainly ‘worth one_hynd 
business should expand to the extent provided, such merchandise will be worth 
even more. ; 


We cannot, therefore, escape the conclusion that prices will remain at least on the 
present basis throughout the year 1919.” 


R. I. Shoe Retailers Association 


lustries at its annual meeting held in 


atly decreased 


cents on the dollar, and if the export 


Bree. 
Block Island 














to Washington to confer with Secretary, 











Redfield regarding the situation. At these 

















meetings it was pointed out that the un- 
employment of labor is already large and is 
rapidly increasing, that industry is stag- 
nant, that prices are high and unstable, and that some ac- 
tion is necessary to settle the matter so that the Government 
and the people may both know what the situation is to be. 


Problem of Unemployment 

“It was recognized that a considerable amount of unem- 
ployed existed, and that with the return of the troops this un- 
employment would tend to increase,”’ said Secretary Redfield, 
following the conference. ‘It was also recognized that in a 
large measure the unemployment was seasonal and due to 
the impossibility of carrying out open-air construction in the 
northern States at this time of the year. It was, however 


Excellent Co-operative Advertising in Newspapers 


the other hand, there is no prospect in the immediate future 
of the restoration of pre-war prices. It was felt that wages 
would remain on a higher level than before the European 
war and that no readjustment in the true wages of labor as 
measured by purchasing power should be attempted, though 
it was felt that as the cost of living is reduced, labor will 
readily agree to the corresponding adjustments in money 
wages. 
/ Prices Interlinked in Commodities 

“If events are left to take the natural course, the establish- 
ment of post-war prices would probably be a difficult and pro- 
tracted matter, since prices of one commodity affect: other 
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A Shoe Within a Shoe 
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ED-LINE-IN Shoe Lining is so strong and durable that a 
shoe made of it, without a particle of leather above the sole 
will wear for months. A shoe lined with this lining is actu- 

ally A SHOE WITHIN A SHOE and gets the full benefit of the 
extra strength and wearing qualities. Red-Line-In reinforces the 
leather and seams, keeping the shoe in shape longer and increasing 
the wearing qualities. 
A few cents more per pair will line all of your regular grades 
of men’s and women’s shoes with “Redline rw. | 
For your extra-hard-service grades specify 


uww" Wea Proof (moisture-repellent). 


Farnsworth-Hoyt Company 


Makers 
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commodities and producers would wait for one another to 
take the first step. Such a course of procedure would involve 
much unemployment and a loss to both capital and labor. 

“It is contemplated that the committee should call into 
conference the representative of the basic industries of the 
country to examine conditions in industry with a view to the 
formulation of a scale of prices at which the Government 
Departments and other buyers would be justified in buying 
freely, and at which the manufacturers would be willing 
to sell with a view to maintaining or restoring business activi- 
ties to a full volume. It was felt that time is the very essence 
of the problem and that therefore the appointment and ac- 
tion of the committee should proceed with all possible speed. 
It was believed that public announcement of the conclusions 
of such a committee would have a great value in establishing 
confidence in a level of prices and would be accepted by bank- 
ers and others as a basis for credit.” 





The Policy of Import Restriction 
No Congressional Action to Be Taken on England’s Act 


Washington, D. C.—Despite strenuous efforts on the part 
of Senators Weeks of Massachusetts and Lewis of Illinois 
and several of their colleagues, the Senate has refused to 
adopt the resolution calling upon the Secretary of State to 
report what steps have been taken to secure a modification of 
the import restrictions promulgated by Great Britain. 

In a long speech on the floor of the Senate, Mr. Weeks called 
attention to the fact that this embargo on imports was origi- 
nally decided upon by Great Britain as an emergency measure, 
designed to induce the expansion of home industries. ‘‘Dur- 
ing the continuance of the war with Germany,”’ said he, ‘‘the 
British Government, as a war measure, placed a prohibition 
on the importation of certain articles into Great Britain. As 
an example of this and as indicative of the list, a prohibition 
was placed on the importation of shoes. 

“This country had a large business in all European coun- 
tries before the war in American-made shoes. We have for a 
great many years manufactured a better-fitting shoe and a 
better shoe than have other countries, and therefore, not- 
withstanding the disparity in the cost of manufacture in this 
country, we have been able to build up a very considerable 
trade. The exportation of shoes from the United States to 
Great Britain a year or two before the outbreak of the war 
amounted to nearly one million dollars. More than two 
years ago this prohibition on the importation of shoes was 
suspended; but now other articles are being included in that 
list with the purpose, as stated by the British Government, of 
reconstructing and building up the industries of Great Britain 
until they have been restored to normal condition. 

“It is hardly necessary for me to call attention to the fact 
that this process of building up and reconstructing British 
industries has directly the reverse effect on our industries, be- 
cause during the time all importations are prohibited into 
Great Britain we are going to manufacture less to the extent 
that the British industries are increased. I had supposed 
that after the termination of the war, or at this time, such 
prohibitions would be suspended; and I was greatly surprised 
to find that the list was greatly extended, so that it becomes a 


matter of vital importance to the manufacturing industries. 


of this country.” 


The Other Side of the Question 


In rebuttal of Senator Weeks’ arguments, a number of 
Senators pointed out that we were doing the same thing for 
the carrying out of which he had criticised England. Our 
War Trade Board has for some time been carrying out a 
policy of limiting exports and imports, only last week pro- 
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hibiting the exportation of quinine because there were possi- 
bilities of a shortage in this country. At the same time, it was 
declared, we will probably prohibit the importation of Cana- 
dian wheat which, not being guaranteed at $2.26 per bushel 
as American wheat has been, could readily undersell our own 
wheat in our own market, and result in the loss of many mil- 
lions to the Government. 

England could not maintain as a permanent policy the one 
now being employed, declared Senator King of Utah. Her 
position forbids it. This country is in a much better position 
than is England to resort to embargoes and trade restric- 
tions. England’s manufacturing plants would soon starve 
and ruin and want would come to her people if she erected 
tariff walls against imports. 

At the same time, he declared, England’s insistence upon 
keeping her embargo in force will result in punitive action 
being taken by this country. “We are in a better position, 


About Shoes 


—some facts I gledned from the largest 
of shoe conventions—held at 
St. Louis this month. 


J Bent is no indication of lower prices on GOOD shoes for 
many, many moliths to come. {un fact, the cost of shoes has 
advaneed during the last three months.» The price of calfskivs 
has jumped again duripg the pasi few days. 
There 1s a great scarcity of kidskius and prime sole-leathers of tlie 
better grades and weights—the grades and weights absolutely 
necessary to insure long and setviceable Wear in your shoes. 
These conditions are ‘largely duc to the enormous demand from 
abroad for American leathers and shoes—a demand which must 
be partly met, at least. 
1 assume that these facts are of interest to every, man and woman 
who desires. tp practice ‘trie economy. for Ballou’s Mid-Wintee Sale 
is under. way now and affords exceptional gpportunities to buy qual- 
ity = for‘fulure ase, as well as present use, at big price re- 
ductions, 


As you ne Bn eee. 
cale will meen mere to you at some future date. 


OS Gatien 


President gn@ Treasurer. 


Sand 8 ym. for the Fatheriess WEYBOSSET-EDDY STREETS 
a Pp m. for > SSET-. 
Chijdren of France “The Leading Shoe Store of Rhode, leland.” 














France Fund. 











How F. E. Ballou Joined in “Telling the Public’? by Means 
of a Type Story of Shoes and Leather. Values 


industrially and otherwise, to maintain embargoes and high 
tariffs than Great Britain. If the War Trade Board refuses 
to continue this policy, Congress may feel constrained to aid, 
by embargoes similar to those employed by England, those 
who have accumulated surplus products.” 





An Important Danish Amalgamation 


Consolidations under Ballins Sons & Hertz, 
Copenhagen 

Important manufacturers of leatherwear and footwear have 
amalgamated to form a large joint stock company with a 
capital of Kr. 27,000,000. It will bear the style and title 
of “‘Ballins Sons & Hertz’ manufacturers of Boots and Shoes 
and Shoemakers’ Supplies. The company is composed of 
the following important firms, the capital of each being 
given in kronor: Ballins & Sons, 10,000,000; Hertz Tannery & 
Shoemakers’ Supplies Co., 5,400,000; United Shoe Manu- 
facturing Co., 9,000,000; Jacob B. Lotinga Co., 1,200,000. 





“Give Better Results for 
Wear Than Leather” 


The Curme-Feltman Shoe Co., Inc., of Indianapolis, Indiana, writes 
The Goodyear Tire & Rubber Co., makers of Neolin Soles, as follows: 


Gentlemen: 

We have been quite extensive users of 
Neolin Soles ever since they were placed on the 
market. We have found them entirely satisfactory. 
In fact, we have found they give better results 
for wear than leather. Judging from the repeat 
sales on our Neolin-soled shoes, we are sure our 
customers are more than pleased with these shoes. 
Therefore, we have no hesitancy in specifying 
"Neolin" when ordering other-than-leather soles. 


“7 + xT rAV11"ra 
Very truly yours, 


THE CURME-FELTMAN SHOE COMPANY, Inc. 





‘*Repeat sales’’ form the acid test under which many a 
product fails. In the four years of marketing Nedlin Soles, 
more than 12,000,000 pairs of these soles have been used 
on new shoes and as re-soles. And sales are steadily 
climbing. Consumer satisfaction with Nedlin Soles is 
reflected from retailer to manufacturer to us. That manu- 
facturers are using more Nedlin Soles than ever before is 
good evidence of the repeat sales of Nedlin-soled shoes to 
the consumer. 

t The Goodyear Tire & Rubber Company, Akron, Ohio 








Neolin Soles 
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The Course of Leather Prices 


Dame Fashion Lights the Main Ship Channel and Its Course Is Clear — Yet 
There Are Shoals on Either Side 


new and uncharted sea in which we are entering these 

days of war. Cross currents are running. Shoals are 
by the deep, safe channels. The navigator must keep on 
deck all hours, with his eyes peeled. The port is safe and 
secure ahead. 

Kid prices went up above $1 a foot the first of the month. 
Restrictions on hide prices came off the first of the month. 
Light cowhides went up five cents a pound and calfskins ten 
cents, in domestic markets. The figures are approximate. 
So much for one swift current. 


LL the matter of leather prices and supply, it is upon a 


Shiploads from India 


Ships are bringing from India quantities of kidskins. The 
raising of cattle, and the slaughter of cattle, appears to be on 
the increase in the United States. Ships are coming across 
the Pacific with supplies of kidskins from China, and with 
sheepskins from Australia and New Zealand. A Yankee 
tanner is impatiently awaiting the coming of pelts from South 
Africa, which he bought two years ago. Evidently supplies 
of hides and skins are going to be larger. So much for an- 
other cross current. But it will be 1922 before world’s ship- 
ping will be restored to a pre-war basis. So said Allen 
Walker, of the foreign trade bureau of the Guaranty Trust 
Company. 

One current is towards a swift rise in prices, the other 
current is towards a large increase in supplies of hides and 
skins, which means, under ordinary circumstances, a decrease 
in the prices of. leather. Now where is the safe channel 
between them? 

Yet these two are not the only currents in trade. Tan- 
ners of Europe, and of Japan, too, may send their leathers 
here, for leather is on the free list. American manufacturers 
are sending leather and shoes across the Atlantic, across the 
Pacific, and across the Equator, too. Now what will be the 
effect of these cross currents? It’s more than any statistics 
can show. We are sailing in new seas, be it known. The charts 
will be made as we go along. However, there is every prec- 
edent for expecting a safe, sure voyage, and an expansion 
of trade, both import and export. 


The Cost of Good Uppers 


It costs $4, or more, for just the upper leather in a pair of 
women’s fashionable boots, if made of the best selections of 
kid, bought in the present market. But if a buyer will 
accept cloth tops, the cost of the uppers may be reduced 
50 cents, even 75 cents. So Dame Fashion has to do with 
the prices of leather and shoes, and, also, with the supply 
of leather. Certainly, if two feet of fabric are used in place 
of two feet of kid in shoes, the supply of kid leather will go 
farther. 

The “Cow”? Takes a Jump 


Light cowhides jumped five cents a pound in domestic 
markets the first of the month. The reason for this is that 
tanners of such hides want more hides than the market 
offers. They want more hides because they make better 
leather of them. They have a knack of putting a calf, or 
even a kid, finish on this leather. They can sell it at 40 
cents a foot, for an average price. It is likely to go higher, 


by the way, because of the jump in prices. If a manufac-~ 


turer substitutes this leather for high price kid, or calf, he 
will put a dent in prices, for sure. 

The manipulation of leather in shoe factories also has to 
do with the navigation of the trade channels after the war. 
Small area patterns save leather. If oxfords run in the Fall, 
some shoe firms will cut their leather bill 30 or 40 per cent. 
The use of patent cow hide vamps, and fabric tops, also offer 
large opportunity for a cut in the consumption of leather. 
In the bottom stock, too, there is large opportunity for the 
use of fibre soles, in place of leather soles. Which circum- 
stance also will have to do with the supplies and prices of 
real leather. 

Cost of Making Leather 


Manipulation of leather in tanneries also has to do with 
supply and prices of this commodity. One tanner can take 
a skin and make it into leather worth 50 cents a foot, while 
another can take a similar skin and make it into leather 
worth 60 cents a foot, and at the same time increase the 
measurement of the skin half a foot. The difference is in the 
tannage. It’s too technical for ready explanation. It’s just 
the same as one metal worker can make a piece of iron into 
an axe worth $2 while another can makeit intoarazor worth $5. 
The hide market is no longer an accurate barometer of leather 
prices. Skillin tanning, and workmanship, is a better barom- 
eter, for these days after the war. 

The main channel, for the navigation of the ship of trade 
during the remainder of 1919, looks to be straight ahead. 
The beacon of Fashion guides.the way towards finer shoes, 
which means a demand for finer leathers, such as those kid 
leathers that now sell at $1 a foot. Following this course has 
brought the shoe trade safe to port, with goodly merchandise, 
and profit, in times past, and that’s precedent for expecting 
it to do so in the future. The main ship channel looks clear. 
The channels to be cleared are those of the lesser lines of 
merchandise, chiefly those medium and low price lines, 
which accumulated during the war, and are likely to accumu- 
late after the war. Color is often a deciding factor between 
real fine merchandise, and medium and low price merchan- 
dise. And Dame Fashion insists on colors, particularly the 
fine greys and browns. Fine skins make fine colors. That’s 
as certain as it is that the sun makes daylight. Fine skins 
are few and far between. A tanner may sort over a dozen, 
even twenty skins, and find only one suitable for a fine grey 
leather. That’s not the tanner’s fault. It’s the way nature 
made the skin. When you buy a fine piece of leather, remem- 
ber you are buying a fine product of nature, just as when 
you buy a fine diamond. 

The bold pilots of the trade are already in the main ship 
channel, and are guiding their craft by the beacon of Dame 
Fashion towards the harbor of bountiful prosperity. 





Army Contracts to W. H. 
McElwain Co. 


Washington, D. C., February 3—Announcement has just 
been made by the Purchase and Storage Division of the 
Army Quartermaster’s Department that the W. H. McElwain 
Company of Boston, Massachusetts, has been awarded the 
contract for furnishing 26,164 pairs of top lifts at $6,017.72. 





Detachable Rubber Heels ! 


Think what a tremendous market there is for 
such an innovation! No nails, screws or cement. 
Put on like rubbers—the sale is made—and your 


customer delighted. 
Made of High Quality Rubber, in colors, black, 


‘tan, gray and white. 


‘UPiut-On™ 


Detachable 


RUBBER HEELS FOR WOMEN 


fit all sizes French, Louis or Cuban heels and they will 


give full Rubber Heel satisfaction. 
Retail at 50c per pair, with liberal trade ‘discounts. 


A National Advertising Campaign is in preparation. News- 
paper Advertising starts Feb. 23d. 
Get in line NOW—and be prepared. If your 
jobber is not supplied, address. 
ROBERT E. MILLER, INC., 
11-13 Broadway, New York 


MILLER’S 


“DIAMOND GRIP” 


**Don’t Slip ”’ 


QUALITY RUBBER HEELS 


For Men and Women 


CROSS SECTION 


“EVERY STEP You“DIAMOND GRIP” 
Bottom Surface 


Reverse 


Entirely new with patented “‘don’t slip” feature which operates automatically, absolutely prevents slipping. 


and lasts as long as the heel. 
Made of a superior grade of rubber and put on without cement. Its elasticity is peculiar to its construction 


imparting a light and active tread with unusual comfort to the wearer. 
Ask your jobber, or address, for Special Trade Proposition, 


ROBERT E. MILLER, INC., 11-13 Broadway, New York 


Makers of ‘‘U-Put-On”’ and ‘‘Diamond Grip’’ Heels 
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A New York Stylist’s Opinion 


First Thoughts on Style Lasts and on Leathers in 
Blacks, in Buck and Kid 


“A little talk is going round about the coming back on the 
part of the stage last. The new stage last being talked about 
is to be materialized in the following manner—by drawing it 
out in the vamp and narrowing the toe down a trifle. Only 
a few of the authentic buyers in the country have sung the 
“Swan Song” on long vamps—that is vamps of four to four 
and one quarter inches. 

“T personally believe that the time is very close at hand 
when there will be a change from long vamps. Not a sudden 
change but a gradual decrease in the length of vamps as the 
gradual increase in the length of vamps occurred. 

“To refer again to the subject of blacks, we find that black 
buck is very good. We bought it and feel that it is going 
to be in large demand in oxfords. It has been bought also 
in colonials. 

‘Another good seller is a dull mat goat vamp with a black 
buck upper. 

: Low Heel Bluchers 


‘We are selling many low heeled blucher oxfords, welt 
sole and heel, 12-8 or 13-8—plain toe, round blucher tan or 
black Russian. 

A New Blucher Oxford 


“A new shoe that I personally feel will be exceptionally 
good as the season advances is a quarter over, three eyelet 
round Blucher pattern with pointed dog’s ear tongue pro- 
jecting about one half inch from top of shoe. This shoe, if 
the style calls for colonials, can be used as a ‘colonial with 
buckles attached. If not sold as a colonial, it can be sold 
as an oxford because it really is an oxford. It can also be 
sold to a pump customer as the pattern is cut very low. 
These are also bought in plain toés and with imitation 
straight tips, also imitation diamond tips. 


Strength of the Colonial 


“In regard to the strength of the colonial as against the 
field of other pumps, I would say that the safe percentage 
would be 15 or 20 per cent as against the field of pumps— 
however, not against the field of all shoes—with the plain 
opera still holding control of the field. © 

“Another oxford that I have in mind which we did not 
buy, but which has been bought pretty freely is of a new 
special pattern revising the old plug.” 





Tanners to Centralize in New York 
Tanners’ Council Plans for Service 


Washington, D. C.—A meeting of the Board of Directors 


of the Tanners’ Council is called for February 20, in New - 


York City, by Fred A. Vogel, president. A number of 
matters of great interest to the trade will be given considera- 
tion at this meeting. 

Among other things, the directors will discuss plans for 
the Spring meeting of the Council which it is proposed shall 
be held in Boston. The directors will also be asked to make 
some definite and final arrangements about moving the 
headquarters of the Council from this city to New York, on 
which it is understood a tentative agreement has already 
been reached. 

President Vogel also expects to make a rather extensive 
report on what the Tanners’ Council has done for the trade 
since the signing of the armistice. The question of further 
reducing the service charge of the Council to 1-12 of 1 per 
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cent will also be taken up. Mr. Vogel is also going to get the 
sentiment of the Board on tariff legislation which is a matter 
that looms up large on the horizon these days. 

The advisability of establishing a tanning material bureau 
in conjunction within the work of the Council is another 
matter to be discussed. 

Mr. Vogel, who returned to Washington today after making 
quite an extensive trip around the country, is very enthusi- 
astic about the future of the Council and is of the opinion that 
this view is shared by the majority of the tanners of the 
country. 


Glencairn 

Manuf actur- 

ing Company 

Represented 
at Paris 


Stanley M. Loeb 
has opened an office 
at’ Rue Lafayette 
103, Paris, France, 
where he will act as 
representative for 
the Glencairn Manu- 
facturing Company 
of Pawtucket, R. I. 
He will travel through 
France, Italy, and 
England, and in the 
course of a_ short 
time will open an 
office in London, 
England. 


STANLEY M. LOEB 





Death of Stephen L. Pierce 


Stephen L. Pierce, founder and president of the S. L. 
Pierce & Co., Cleveland, Ohio, died at his late residence 
17,856 Lake Avenue, Lakewood, Cleveland, Ohio, vipnasos i, 
of heart failure, after a few days’ illness. 

Mr. Pierce was sixty-five years of age. He was a member 
of the Union, Clifton and Westwood Clubs, the Chamber of 
Commerce, Chamber of Industry and the Cleveland Adver- 
tising Club. 

He was also vice-president of the Stone Shoe Company 
and a Director of the First National Bank, Guradian Savings 
and Trust Company, the Engle Aircraft Company, and the 
Cleveland Fresh Air Camp. 





Restriction Into Italy 
Going Slow on Leather and Shoes 


Washington, D. C.—The War Trade Board announce 
that they have been requested by the High Commissioner 
for Italy to inform the American exporting public of the 
following restrictions which have been imposed upon the 
importation of leather and shoes into Italy: (1) Imports 
of leather of any kind and shoes from any foreign country 
and for account of private concerns have been prohibited. 
(2) The above restrictions are consequently extended also 
to the placing of any private contract abroad for the pur- 
chase of the above commodities. (3) No authorization will be 
given for the transportation of leather or shoes from countries 
of origin. ; 
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Brett’s Shoe Store, Altoona, Pa. 


$140,000 Retail Shoe Business 


Built in a single year 


in a town of 58,000 people 


One year ago Samuel Brett, of Altoona, Pa., decided to go into the retail 


shoe business. 


His friends said he was foolish; that Altoona already had 31 shoe stores 
and shoe departments; that this competition was strongly entrenched; that the 


store was bound to be a failure. 


But Brett went ahead. He secured a good location, hired an experienced 
shoe man to handle details, and made a thorough investigation of different manu- 


facturers’ lines. 


Then Brett did the thing that was the key to his phenomenal success. 
Instead of buying a few shoes here, a few there, a few more some place else, and 
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getting a conglomeration of stocks, he concentrated his purchases on one line of 


shoes in each class. 


He.bought one line of men’s shoes; one line of children’s; one line of 


women’s. 


For his women’s department he selected the Red Cross Shoe because he 
was convinced that (1) this shoe was “the most salable shoe in Altoona,” due 
to years of advertising in the magazines that Altoona women read; that (2) Red 
Cross Shoes offered a complete range of styles to meet every reasonable demand, 
and that (3) the same effort spent on pushing this one line of shoes of known 
value would bring bigger returns than twice the effort placed on a mixed stock. 


85% of Brett’s business is on women’s shoes. His clerk expense is only . 
4% of his sales. These figures alone prove how sound was Brett’s policy of con- 
centration on advertised Red Cross Shoes. 


What the Red Cross Shoe did for Brett it can do for you—and more, because 
Brett started with nothing whereas you have an established trade, and a local 
reputation, assets that Brett had to get. 


We have published Brett’s complete story in booklet form. It will take 
ten minutes to read it. It may save you ten years in reaching the volume of busi- 
ness you should get in your town. Write for a free copy today. 


The Krohn-Fechheimer Company 
703 Dandridge Street Cincinnati, Ohio 


Success like Brett’s can be made in 
any size town. Next week we will 
show you what a merchant in a 
town of 117,000 population has 
accomplished by concentration on 


the Red Cross Shoe. 




















The best store improvement you can make 


The best store improvement you can make 
today is to install a modern National Cash 
Register—because it will build up and 
systematize your business. 


A modem National Cash Register will 
raise the tone of your store, make your 
clerks more efficient, and put you in the 
class of up-to-date merchants. 


It will enable you to save expense in run- 
ning your store, and thus release money for 


other purposes. 


It will make possible quick, accurate service 
to customers—the greatest inducement that 


any merchant can offer to get and hold trade. 


It will give you unequaled protection, that 
will check every cent of your profits into 


the bank. 


It will give you information that will en- 
able you to control your business. 


A modem National Cash Register is a 
store improvement that will quickly pay for 
itself out of what it saves. 


In the face of increased competition you 
cannot afford to postpone making this im- 
provement. 


THE NATIONAL CASH REGISTER COMPANY, Dayton, Ohio ~ 
Offices in all the principal cities of the world 
Old registers repaired, rebuilt, bought, sold, and exchanged 
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A STORE IN IDAHO 


Hubert Shoe Co. 
Pocatello 





Shakespeare 
Chairs 
For All Shoe Stores 


All Shoe dealers cannot 
afford elaborate, expen- 
sive furniture, in fact, it 
would look out of place 
in some stores. That is 
why we make a great 
line of designs with vary- 
ing prices to suit every 
class of store. Let us 
send our catalog No. 30 
free of cost to you. 


The C. F. Streit Mfg. Co. 
Manufacturers 
1047 Kenner St., 
No. 4226 Cincinnati, O. 
SHAKESPEARE CHAIR 
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THE }})\-Z% WALK 
FELT SLIPPERS 
THE NEW FALL LINE IS READY 


Our salesmen will show the most striking run of styles, colors, 
designs and patterns that they have ever displayed. The 
styles are the embodiment of comfort and attractiveness, and 
the line will mean profit and business for you and satisfaction 





for your customers. 





Wait for our man to call on you or should you come to New York 
drop in to see us. It will be worth your while. 


THE -.Z WALK MFG. CO. 


62 to 70 W. 14th Street, 


- NEW YORK, N. Y. 


Also Makers of the E-Z Walk Arch Supports 
A Line that Is World Known 


RETAILERS! 


guarantees that your credit will be judged 
fairly. 

Your credit no longer depends upon an 
estimate of your assets and liabilities. 

By our method YOU make your own credit 
standing. If you will show us that you pay 
your bills promptly, and trade fairly and 
honestly, you can get merchandise from 
the best concerns. 


The Credit Clearing House 


“Builder of Better Credits” 
Offices in all important cities 
Executive Offices: 440 Fourth Ave., New York, N. Y. 











Indispensable Tool 
for Shoe Dealers 


—— 


a UNIVERSAL 
@_ SHOE LACE. TIPPER 


The “Universal” Shoe Lace Tipper replaces tips in- 
stantly by simply pressing the handles. Made of 
tempered steel—will not break. Highly polished and 
nickel-plated. 


' GUARANTEED—We will replace any Faulty Tipper 


on receipt. Saves its cost on one busy day. 
Price $1.25 each 
Special discount to Jobbers. 


Send for catalog of Shoe Lasts & Stands, Mogle Jacks, 
Lap Lasts, Nail Cups, Heel Plates. etc. 


THE ROOT-HEATH MFG. CO. 
* PLYMOUTH, OHIO, U. S. A. 
N. Y. Office, 90-92 W. Broadway, D. N. Winner, Mgr. 
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OUR SLOGAN FOR FIFTEEN YEARS: 
‘‘A Perfect Dressing for Every Shoe”’ 





The “EAGLE BRAND” trade-mark on any carton or box of the shoe polish is a guaran- 
tee of highest quality. When the highest standard of shoe polish is spoken of, the “EAGLE 
BRAND” name is first to come to mind. 


Naturally a dealer can feel a sense of duty and service when he sells his customer 


“EAGLE BRAND.” 


Besides, the good quality of these polishes is firmly intrenched in the public’s mind, so 
that the task of disposing of them is entirely removed. Which means— 


A quicker turn-over and more profits. 


The American Shoe Polish Company 
CHICAGO, U. S. A. 
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“HUBTIP’ 9 eM SHOE LACES 


HAVE ALWAYS STOOD FOR THE BEST VALUE OBTAINABLE. 
YOU KNOW IT, AND YOUR CUSTOMERS ARE RAPIDLY 
LEARNING THE REASONS OF “HUBTIP” SUPERIORITY 


BEST BRAID —BEST TIP 


No Metal Tip to 4 off or fray out. No Metal Tip to wear tinny. 
UBTIPS always stay on the lace. 


=a) 
i) 














Women’s or Men’s — - — ee or ~~ 8 an 
27 in. er o. Strin in. per gro. Strings ... .$3. in. per gro trings. . 

3 Pp gr gs . 2.85 40 oe oe it) Ty aus 3.60 54 “oe “ 4.30 
Men’s “63 in in. per gro. Strings.. ae G ASSORTMENT CABINET D ASSORTMENT CABINET 

36 pair 36 in 6i 
F ASSORTMENT CABINET 94“ 45 * 
. = ? 12 “ 

eg all ° A ASSORTMENT CABINET 
E ASSORTMENT CABINET 36 pair 36 in ORDER A TRIAL CABINET 


36 36 i 18 45 “ a 
oe now Se: "*$ $3.60) 13 « 54 COUNTER DISPLAY EASEL 


FRANK W. WHIT CHER CO.--Mfrs.--Boston and Chicago, U. S.A. 
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The American Footwear Designer 


A complete instruction book for 
making Artistic Shoe Patterns. 

















Based on the Kessler System 


Men’s, Women’s, Boys’ and Misses’ 
Patterns 


HUNDREDS OF STYLE SUGGESTIONS. 
COMPLETE FITTING ROOM MANUAL 
SYSTEM OF INTERCHANGEABLE 
CLICKING DIES 


Purchasers of this book write us as follows: 


“Received of American Footwear Designer and am om Sly 
satisfied with it It is just as you describe it and it is very usefu 


to me.” 


sort 8 eaten ste 5 one ened es Oe Saeten Sey” 
Designer and with the markers I think I can show good results.” 


“Books recei ed and find the by Louis Kessler a good thorough 
588—Patent Leather Ankle Strap Cc to et “nade TO: $2.50 treatise on pestare work.” way ae : 
5ss— " piiieite: 1% to2...... 2.15 
588 st . « “ DtoE Bite ees 1.95 We have sold several to the pattern manufacturers and some 
588— 5-8 1.75 Public Libraries in shoe centers. 
=p Metal Ankle Strap C to E 244-7 x 

‘ shih ings 514 Call af cur office end see thie valuale tock or we will cond 
50 a 6 D to BA" at ae eeara ae ae = it C. O. D. on approval, 


589— 5to8 
Heol i ata 84-11 specity whether Spiing Hea ‘ot iLow OVER 500 ILLUSTRATIONS 


. BACON~ROLLINS COMPANY PRICE $10.00 POSTPAID 


UAETYNN. MASS. American Shoemaking Publishing Co. 
683 ATLANTIC AVENUE, BOSTON, MASS. 


Low Cut Footwear 


IN-STOCK 


Purchase them | 
now and be 
ready for the 
Early Spring | 
Business. | 
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Buyers’ Easy Reference Directory 


“Our catalogue for Spring and Summer 1919, 
illustrating and describing over two hundred’ 
distinct styles in Women’s Novelty Foot- 
wear, is now ready for distribution. Each 
number listed is carried IN STOCK. Takao brand. 


Write for your copy on your. business sta- /) Uniform tannage. 
tionery. ; FY Dependable Quality. 
Steadily used by produ- 


Duane Fuoe eC. | Ke, cers of men cones, 


143 Duane St., NEW YORK Hii al WN IN 





kK The feel wins favor. 


OOQUCUOROUCRUDECEROCROGR, 








Factory, Brooklyn, N. Y. 





th || * 
ill bi ill ie a mae: 














i u 
Our Spring Line 
—of— 
BAREFOOT SANDALS 
OXFORDS and PLAY SHOES 


In Stitchdown and Welt is now in Stock. 
Many Styles at PRICES RANGING FROM 


60c to $2.75 
WRITE FOR SAMPLES 
_Laing, Harrar & Chamberlin 
43 N. 3d St., PHILADELPHIA 














Pewee. Walker Company _ 


= for CLEAN shoes 


Oo a a et (SEUSS ee SSS TE SEES eee ee eee 











REAL COMFORT 


IN THIS OXFORD 
In Stock 
Black kid, stock tip, 
heavy turn sole—cush- 


ion sock lining—flexible Cats- 
paw rubber heel. 


Cto EE, 2% to8 


Coburn 
Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 
Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


Catalogue on request. 
Ceburn Trolley a Mfg. Co, 
HOLYOKE, MAS 














One Big Liability - 


a shoe dealer assumes when he fills his store with 

live lines, costing real money, and set off by 

fixtures valued at many dollars, is the ibility 

of fire consuming everything. There is no way 

Sh La to dodge it, but you can allay the grief conse- 
oe - ces ot toa conflagration. Our special insurance 
The laces for 

dil ae. Acai) every || policy in your safe is the answer. 


specify “‘Nufashond.” les upon request. || 
le Narrgm Febrie Co. = | Fitchburg Mutual Fire Insurance Company 


a we FITCHBURG, MASS. 
| FaBric TIP ert oe Psa Saeenaige 
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WHATEVER YOUR SHOE REPAIRING 


REQUIREMENTS MAY BE 


WE HAVE THE MACHINE 








The illustrations above show but a few of the big range of ma 
chines which we supply for shoe repairing. 


They are all illustrated and described in a very handsome cata- 
logue which we are glad to mail free to anybody who writes for it. 


They cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. 


We help our customers make a success of their busiriess. Our 
machines always carry with them a service that is considered 
by many of our customers among their most valuable assets. 


We have customers everywhere, and we are not ashamed te 
have you ask any of them about us or our machines, 


Write us today for a catalog. 


UNITED SHOE REPAIRING MACHINE CO. 


4 ALBANY STREET, BOSTON, MASS. 
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“Onyx” Hosiery 


GAIN the shortage of all desir- 
able lines of Hosiery stares us 
in the face. 


There will be no production if 
the present strike spreads much 
further. 


Fill up the gaps while there is still. 
a chance to secure desirable lines of 





“Onyx” @ H 2 


Fi ll 





Emery @ Beers Company Ine. 


Sole Owners of “Onyx’’ Hosiery 
BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building 
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q EVERY MERCHANT 
KNOWS THAT TO 
SECURE VOLUME 
SALES SHOES 
MUST BE MER- 
CHANDISED ON 
THE BASIS OF 
REASONABLE VA- 
RIETY IN STYLES 
AND PRICES. 


@ HENCE 
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@No merchant will dam the 
tide of potential profits by un- 
duly limiting the variety of his 
stock and the range of his 
prices. 














@ Moreover a business prospers 
most, when it offers the con- 
sumer of merchandise the 
quintessence of style and qual- 
ity at reasonable prices. 

















¢l And in this connection, experi- 
ence has proved that cloth top 
footwear, answers every con- 
sumer requisite in 


@ Style 
@ Service 
¢ Price. 


@ In fact, those who now shop for 
shoes with the thought of buy- 
ing style and quality at moder- 
ate prices may be served with 
a high quality cloth top boot 
at from $8 to $12 a pair.. 


@ Whereas, the offer of their all- 
leather equivalents in the $14 
and the $18 lines, would in- 
spire the oft-tepeated question, 

















































@ When are prices of shoes com- 
ing down? 


@ Think it over and perhaps like 
Swarts of Bedell’s, New York, 
you too will sell 62 per cent 
fabric tops in a single month. 




















J. EINSTEMN dnc 


9 Spruce Street 
New York City 









Oe ne re a 


fe for 7 
sila 


Allen Jose. 


eae Office ~207 £ssex St. 


Mass. 
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COMFORT 
FELTWEAR 


Because there is a tendency to see things 
as we would like them instead of as they 
are, we are prompted in making this 


Statement to the Trade 





What will felt prices be for 1919? Is wool going to drop? 
How are labor conditions, both as to quantity and price? Can I place my felt business now with 
the assurance that prices are right? These and other questions have been written us repeatedly 
by our trade, and we will endeavor to answer same in this general letter. 


We are starting out our salesmen five weeks later this season, 
feeling by that time we would be able to price our merchandise intelligently. That our judgment 
was correct is proved by figures, our prices, with some exceptions, being five to fifteen cents per 
pair less, based on our quotations of October first. Labor is high, with indications of remaining so, 


if it does not increase. 


In reference to the wool market, we have carefully investigated 
conditions surrounding same, and our prices for 1919 have been based on the auction prices ob- 
tained by the Government, whose future policy seems to be to uphold the market so as not to 
affect the new domestic Spring crop. 


We appreciate fully the tendency on the part of buyers generally 


to anticipate a general decline on felts to former levels, of January Ist, 1918. This, we believe, is 
impossible, but in order to remove all doubt on the subject we hereby guarantee against any lower 
prices which we may quote before shipment of y.our order of CosyToes for the 1919 season. 


On this basis we have priced our 1919 line, and our represen- 
tatives are now or the road with a full line of samples, embodying many new features, and at 
prices we believe (consistent with quality) to be absolutely right. 


Being the only felt slipper manufacturers in the United States 
that manufacture felt slippers from the raw material up to the finished product, we feel that our 
judgment as to general conditions is based on an experience that should merit your consideration. 
We would ask that you withhold placing. your business until the arrival of our representative 
(who will advise you exact date by postcard), feeling confident that our proposition will prove 


of mutual interest. 


If you have not yet received advance notice of the time of our representative’s 
arrival, advise us at once. 


STANDARD FELT COMPANY 


GENERAL OFFICES AND FACTORIES: WEST ALHAMBRA, CALIFORNIA 


New York San Francisco . Chicago 
117 East 23d Street 417 Market Street 404 South Fifth Ave. 

















168—Cordo Calf 8 Inch Welt, Imitation 
—— Tip, 1% Inch Military one = 





175—Genuine Battleship Gray Kid, 8 inch 
Welt, aa © Straight Tip, 144 Inch aa 


tary Heel, 92 Last............eeeeeess $7. 
AA—4}4 to 8 B—3\ to 8 
A—4 tw8 c-D—3 to8 





143—All eo Kid, 8 Inch Welt, 1% as 
Cuban ee at DDast. . occ ccccsccnccees 


io gd: *Sizes 834 to ae 
B-C-D—3 to 9 25c extra 









“‘HOLTERSHOES 
IN STOCK 


Ready to Ship 


NOW 


0—Mahogany Side Calf, 8 Inch 4 
Walt, Imitation Straight Tip, 144 Inch 
fy Deere $5.10 
A—4 to 74% B-C-D—3 to 8 


“IT BENDS SO EASY * 


136—Glazed Kid Vamp, Dull Kid Tea, 7 Inch [Pantie 
my “Sofshu,” 144 Tach Common Sense Heel, 





tam Strait Straight Ti 4 Inch “Gabas, 5 “OL 
t Tip, * 
Last’ . $6.75 


Oe Reem eee eee ee eee ee eeeeeeeeee 


AA—4 to8 A—3\% to 8 
B-C-D—3 to8 


“IT BENDS SO EASY ™, 


142—Glazed Kid Vamp, ne Kid Top, 7 I nch Flexible 
b-) Be eeppan Tip, 144 Inch Common Sense Soa. 


—— etagasetendsegeaesees csc 
C-D-E—3 bo 9 ‘Sizes 814 to 9—25c extra. 
————_0——_—_ 


Each Number a Good Style 
and a Good Value 








THE HOLTERS COMPANY S<##rstst trials 


os *Sizes 814 to 9— 


CINCINNATI = tos 25e extra. 
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HIS is without question 
the day of the moderately- 
priced, sensibly-priced 

shoe for the average American 
Man. 

Retail dealers important enough 
to have a variety of sample lines 
submitted to them each season 
will realize the truth of our above 
statement more than ever be- 
fore when they give the glance 
to the competitive sample lines 
for the coming Fall. 

It is the temper of the average 
man today to be glad—sincerely 
relieved, in fact—to find he can 
walk into a good-looking shoe 
store and supply himself with a 
dependable value in at least one 
kind of life’s necessities without 
‘ having to feel he is indulging in 
rank extravagance or contribut- 
ing helplessly to profiteering! 
This satisfaction he can have 
whenever and wherever he buys 
Bates Shoes. 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 


Why Moderate-Priced Shoes 
Get the Demand | 


He can expend as little as six 
dollars and no one can question 
that he gets good leather, good 
style and good wear. 

Or; he can spend a reasonable 
amount more and know he is 
getting excellent value for every 
additional fifty cents—and still 
is paying considerably less than 
he will pay for good shoes in 
many other local stores. 

This is not mere advertising 
claim. It is not a bald compari- 
son of shoe values. Jt is a com- 
parison of manufacturing and 
merchandising policies. 

We have dug deeply enough into 
the buying minds of American 
men since the year 1885 to 
know that the Bates idea of 
supplying footwear to the one 
biggest class of men consumers 
is right. 

When you sell Bates Shoes you 
market that idea—and it is 
profitable to the sellers! 











>-O-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-8-0 


0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0--0-0-0-0-0-0-0-0--0 
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Because! 


"THE Regal Dealer is the Exclusive 
Representative for Regal Shoes 
in his vicinity. 

He has the advantage of shoes 
which are already known through 
Regal’s dominating National Adver- 
tising Campaign. 

Instantly he becomes a_ partner 
with us in the matters of quick turn- 
over, volume and profit, by capital- 
izing his local reputation with Regal’s 
National Prestige. 

Because these are facts (and there 
are many more) write for Regal’s 
Agency Plan. 7 






























Sample Displays 





Boston, 268 Summer Street 
New York, 1369 Broadway 






Regal Shoe Company 


BOSTON, MASS. 

















a 


<t Shy MES SORE ~ <2 
> SHA Sees. 









Stock No. S-4234 


Genuine Brown Cordovan Bal; Cordo Russia 
Top; 14 Sq. Single Sole; 8-8’’ Straight Heel; 
Invisible Eyelets to Top. 


AA, 71% to 10 B, 614 to 10 
A,7 tol0 CandD,5 tol0 


Style Price Telegraph-Order 
S-4234 $7.25 Code Word 
MITCHELL 


Prices subject to change without notice 


Regal Shoe Company 


BOSTON, MASS. 











Tae, 
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IN CHICAGO 


Morrison Hotel 


RIGHT in the heart of 
the loop—close to the 
wholesale and retail centers. 


More than 1,000 rooms, 
with bath, circulating ice 
water, and the most modern 
comforts. There are large, 
well-lighted, dustlesssample 
rooms. 


Mayer Honorbilt Shoes practically eliminate 
the “‘come-back”’ evil. 





a A 

~& . 

ANY 
hee \\ Va 


We 
AeU Aah 9 al) 


Itzis the Home of the 


TERRACE GARDEN 
2 Chicago’s Wonder Restaurant 


Morrison Fotel 


Madison and Clark Streets 
CHICAGO 
Personal Management{Harry C. Moir 














This is because Honorbilt quality not only satis- 
fies for style, fit and comfort but gives your 
customer a big value in long wearing service. 


F. Mayer Boot & Shoe Co. 
Milwaukee, Wis. 
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LET US HELP YOU WITH YOUR 
WINDOW TRIMMING 


“AJUSTO” BOOT LEG FORMS are indispensable for a good window trim. They work all 
day for business, making your shoes more attractive. Adjusted in your shoes in a jiffy. Simpler 
and handier than any boot leg form yet devised. Every dealer needs them. They multiply the 
attractiveness of your windows by giving your. footwear that smart, snappy, smooth, graceful 
appearance. Place an ‘“‘Ajusto” in every shoe that you display. Also form up your spats. Order 
enough “‘Ajustos” for your windows today. Price $3.00 the dozen, f.o.b. Pittsburg. If your jobber 
cannot supply you, order direct. 
Model No. 2 for A and B Widths. Model No. 3 for C and D Widths 


U. S. SPECIALTY MFG. CO. 


DEPT. A, PITTSBURG, KANSAS 
(4nd Remember It’s Kansas) 











OXFORD LACES 


Silk and Mercerized 
Round and Small Tubular 


One Inch Flat and Three Eighths Tubular 


COLONIAL BUCKLES 
THE LINCOLN COMPANY 


The House Ahead 
1508 Washington Ave. St. Louis 





Windows Pay Y 
. Many Sales are made on the Sidewalk 
indow Display Fixtures 
A Wonderful set of Patented Interchangeable Window Display Fixtures 
for displaying Men or Womens’ Shoes. Set will give 10 Years Good Service in 
effective trade pulling window trims. 






¥ The Fixtures you see above are only a very few of the designs that can be 
set up with the full set, besides hundreds of standard fixtures can be set up. 
"Made of Oak, either Golden, Weathered Finish. Set is put up 
in a Hardwood Hi Bee ere SS cned plies 00 heap tec ome 
Younits not in use. are thousands of sets in daity use. ° 
No. 101 Set has 220 Interchangeable Younits For Large Windows, $38.50 
No. 101% Set has 110 Interchangeable Younits For Medium Windows, $22.00 
No. 10144 Set has 55 Interchangeable Younits For Small Windows, $13.75 
Send for catalog. Established 39 Years. .Order direct or thra your Jobber, — 


The Oscar Onken Co. 1150 Fourth Street: Cincinnati, Ohio, U. S. A. 




















Just look at the prices! Tred-lite Steppers are genuine, guaranteed 
shoes for boys and girls. If the extra weight chrome soles tear 
or wear a hole in 75 days your customer gets a new pair free! (A 
slip goes with every pair, which is backed by the long established 
house of Henry Kleine & Co.). 

The fastest selling line of children’s shoes a merchant can handle! 
Popular prices. Full wear and long service in every pair. Guaran- 
teed value—that’s why Tred-lite Steppers are in such great de- 


mand! 
Ninety-five per cent of the merchants who order a sample pair 


always come back for a complete run of sizes. Save time ‘by 


ordering your full stock NOW. Or 
if you are skeptical, send for a few 
samples from the list at the right and 
convince yourself of their real money- 
making possibilities. 

Order Today 


TTT TTT 


PRICES 


WWM 


793 — 5-8, spring 
794—8\4-I1, spring 
795—11'4-2, medium heel 
Dark Brown Blucher 
796 


798—11'4-2 


805 — ‘ 
806—8'4-11, spring heel 
807—11'4-2, medium heel 
Black Blucher 
809—814 
810—114-2 
IN STOCK 
Any Size or Number Shipped Immediately 


ST 


STVUULANNNUNOUOANUNOUGAOOOOUGNOOANOASGNOGUAAONOUUGGOO04H 


Henry Kleine & Co. 


208 W. Lake Street 
Chicago 
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Announcement 


[* anyone had told us the first of last 
June that we hadn't. enough shoes 
in stock, we would have laughed at 
him. 


For, we had three times as many on 
our stock room’ shelves as ever before. 


But, we never expected such an ava- 
lanche of orders as has been pouring in 
on us for the past three weeks. 


Before we knew it a great many of our 
numbers were absolutely sold out. 
They went so quickly that some of our 
clerks, in acknowledging receipt of 
orders, weren't aware that all on hand 
had been sold and all that had been 
ordered ahead from the factory. - 


Under the circumstances, we can only 
ask pardon for the annoying delays to 
which: many of our customers have 
been subjected and say that we are 
now putting through our factory large 
orders that we expect to have ready 
around the first of March. 


We have a few numbers left which we 
can sell at our January prices, as they 
were made when leather and supplies 
were cheaper than now. These we will 
be glad to give our trade the benefit of, 
if they will write us. We have in stock 
some black satin Operas with mock 
welt edges, also some black satin 
oxfords that will be ready for delivery 
soon after the first of March and 


advise any who require such styles 
to place their orders ahead for them 


now. 


The new shoes we are making are on 
long lasts with narrow toes as extreme 
and beautiful as can be found any- 
where in the highest grade shoemaking 
plants. These lasts and patterns will 
be illustrated in an early issue of the 
Recorder. 


We wish to call your special attention 
to the fact that there is no indication 
of conditions which would tend to 
lower the price of shoes. 


Within the last 30 days we have paid 
higher prices for sole and upper leather 
than ever before in the history of our 
business. 


The advance in kid, calf and ooze 
leathers in white and colors has been 
from 30 to 50 per cent over the same 
materials that were in our shoes on 
hand the first day of January. 


Manufacturing and labor costs are 
also proportionately higher and as 
yet we can see no indications of a 
change. 


We trust you will appreciate our 
frankness in making the above state- 
ment and hope that you will recall the 
service we have rendered you in the 
past, which it is our intention to better 
if possible, in the future. 


Hereafter Prices Subject to Change without Notice. 


Nathan D. Dodge Shoe Co. 
| Newburyport, Mass. 


New York 


Boston 
183 Egsex St. 130 W. 42d St. 


Bush Terminal Bldg. 


rancisco 
417 Pacific Bidg. 


Philadelphia Chicago 
600 Denckla Bidg. 20 W. Jackson 
Blvd. 
Montgom 
20 Galena ie 














Feb. 15, 1919 























Feb. 15, 1919 






f 
| 
| 







einem Hr 
————<—<——— ll 


I 








Manufacturi 





DORAMAREGGALDACAARADRARADGDASAA) EL: 


4) 


Easter Shoes—The Main Objective 


These days, Easter shoes are the main 
objective of Lynn manufacturers. To 
get them out on time is the task. Sev- 
eral types there are—boots, oxfords and 
pumps. Sales of low cut shoes are bet- 
ter than for several Winter seasons. 
That’s partly because of the unusually 
mild weather of Winter. Women in 
New York, and some other big cities, 
are wearing oxfords and wool stockings, 
during this Winter. The fashion may 
run in to the Fall—so some Lynn de- 
signers guess. Dancing footwear ‘is in 
new demand. Many a soldier boy gets 
a ‘“‘welcome home” dance. The “‘muni- 
tionette’’ has put off her overalls and 
has put on her party frock, and the far- 
merette has traded farm boots for party 
slippers. So makers of light fine shoes, 
like turn boots, and thin edge welt 
pumps, are getting a very good demand 
for these stocks. Women are dressing 
up once more and are in need of dressy 
shoes. 


Much Patent and White Buck 


More patent leather is being cut than 
for several seasons. The .cutting of 
white buck leather also is brisk. Vamps 
are long. That takes up a bit more 
leather. Good, clean stock is required 
for a long-toed shoe, by the way. Easter 
sales of white goods are large. Boots, 
oxfords and pumps, of white leather, 
are selling. Reports differ concerning 
the demand for button boots. Also, 
there are differences in reports on im- 
mediate trade conditions. Some sales- 
men are reporting that retail merchants 
have their capital tied up in rubbers, 
and will not be in a position to take 
much Easter merchandise until they 
turn some of their rubbers into cash. 


Free Fares for Shoppers 


Ralph Bauer, Lynn merchant, and 
leader in public activities, is just now 
fathering a plan for free street car serv- 
ice in Lynn, and is spending much 
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money in publicity in bringing up the 
child. It is his own money, good coin of 
the realm, earned in merchandising, and 
is being spent for the general advance- 
ment of retail trade. At least Mr. 
Bauer so believes and declares. Some 
other merchants, of a more conserva- 
tive mind, differ. ° 

However, Mr. Bauer advertises that 
with street carfares high, and going 


higher, women will ride to the store less_ 


often to do their shopping, and conse- 
quently, trade in retail stores will fall 
off. He figures that the average Lynn 
woman will ride to the shopping dis- 
trict only once a week, if she has to pay 
a high carfare, whereas she would ride 
to the stores several times a week, if 
she can ride free on the cars. 

Mr. Bauer advocates a plan which 
provides that the city shall take over 
the street car lines, run one man Cars, 
of light build, that can be economically 
operated. The cost of running he would 
have paid from the city treasury. He 
says it is better for merchants to pay an 
increase in taxes than it is for them to 
lose trade through lack of car service at 
reasonable prices. . 


Predict Big Fall Business 


Manufacturers have confidence 
enough in future business. A big Fall 
business in footwear is looked for. Yet 
they are going cautiously, until things 
get shaken down to a harder level. Kid 
leather climbed up to over $1 a foot, for 
the best grades and at the same time 
waste leather down, down a deep dark 
hole. Two extreme conditions are these. 
That old law of supply and demand is 
getting to’ work, without Government 
regulation. Ships are coming from 
India, with cargoes of skins. When 
they get here, kid stock will be more 
plentiful. A tanner sent his motor 
truck to New York the other day, to get 
some kidskins that a steamer had just 
brought. in. This shows that stocks 
of skins are low in the tanneries. But 
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time will bring changes. And the shoe 
men are patiently biding their time. 


India Skins Arrive 


A Peabody leather firm received its 
first lot of India tanned skins since the 
shipments were cut off during the war. 
They came last week. Most of them 
will be made up into book-binding 
leather. By the way, tanners look for 
a large trade on book-binding leather, 
particularly on Bible stock. A world- 
wide religious revival is on the program 
for 1919. Tanners think it will start 
a new demand for Bibles. 

By the way, a Bible, bound in white 
morocco leather, was sent to President 
Wilson, for the Peace Table, at Paris. 
White leather for binding Bibles is a 
new style. 


Skirts Will Be Shorter 


A Lynn designer, home from a trip 
among big cities, says, ‘Skirts will be 
shorter, perhaps not as short as those 
of Paris, which show the knees, but 
shorter than those long, slim skirts that 
were recently forced into fashion. 
Women cannot walk, nor dance, when 
wearing long, tight skirts. And a rail- 
road company says its trains are late 
because it takes women, wearing the 
new long skirts, so long to get aboard. 

“Skirts will be short in the Summer 
and in the Fall” concluded the designer. 
“And consequently, the demand will be 
for nifty footwear.”’ 


New Organizations—New Capital 


Hooper-Lawrence Co., recently in- 
corporated, has taken over and is carry- 
ing on the Fromlynn Shoe Co. J. John 
Hooper is president and _ treasurer, 
James A. Lawrence is clerk, and Henri- 
etta Hooper is director. Mr. Hooper 
is manager of: the factory, and Mr. 
Lawrence is manager of the sales de- 
partment. The company makes grow- 
ing girls’ shoes exclusively. It produces 
high grade McKays. 
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F W. H. Murphy, Jr., superintendent 
of the factories of James Phelan & Sons, 
is forming a company to make women’s 
footwear in Lynn, and is negotiating 
for the space in the Vamp building that 
was used by Plant Bros. Co. for the 
making of war goods. 

John R. Donovan & Co. is negotiat- 
ing for two additional floors in the La- 
Croix factory, on Market Street, for the 
purpose of increasing its business. It 
is reported that two factory superin- 


tendents are forming a new firm to ° 


make a classy line of women’s shoes. 
The old established firm of Dickinson 
Shoe Co. has recently increased its 
capital stock. 
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Winter Vacations 


Daniel Lynch, of the Lynch Shoe Co. 
Lynn, recently sent cards from San 
Bernardino, Cal. 

Paul Krippendorf, of the Krippendorf 
Kalkulator Co., is at Palm Beach. 


Parcel Post Convention 


M. J. Tobey of P. J. Harney Shoe Co. 
was invited by the New England Shoe 
and Leather Association to attend the 
International Parcel Post Convention in 
Washington, as representative of the 
shoe trade. Lynn manufacturers are 
interested, for they are sending shoes 
to foreign countries by parcel post. 


Rochester 


Rochester retail merchants report a 
brisk business in lightweight oxfords 
with turn soles and Louis XV heels. 
Also shoes of white ooze calfskin and 
black ooze calfskin, black satin slippers, 
and shoes of tan or dark brown calf- 
skin. 

One of the recent window displays 
featured Summer shoes for children; 
ankle ties, oxfords, patent leather, dull 
black calfskin and tan calfskin shoes. 

Another retail merchant featured 
shoes of black ooze calfskin, contrasting 
them with white skins. The window 
was artistically draped with large white 
skins upon which were placed shoes of 
black ooze calfskin, also white silk 
stockings with black clockings and 
black silk stockings with white clock- 
ings, thus effecting a contrast. 


A Discount to Returning Soldiers 
and Sailors 

Shields’ Boot Shop of Rochester be- 
lieves in helping the boys who have 
served them by serving Uncle Sam and 
offer a ten per cent discount on their 
first pair of shoes to all returned sol- 
diers, sailors and marines. 

They obtain the names of the boys 
from the lists kept by the Mayor and 
mail each one an attractive card an- 
nouncing their desire to serve him. 


Department Store 
Reorganizes 

At the annual meeting of stockholders 
of the McCurdy, Robinson Company, 
one of Rochester’s leading department 
stores, active management and control 
of the business was transferred entirely 
into the hands of the McCurdy inter- 
ests. 

Samuel McCurdy, formerly a mem- 
ber of the corporation, was elected to 
the Board of Directors and the = 
of secretary and treasurer. 


Rochester 





Harry I. Robinson, until recently 
treasurer, and John L. Geraghty, secre- 
tary, have retired from the business. 
With their retirement, the newly elected 
board of directors consists of John C. 
McCurdy, now as formerly, president; 
his brothers, Samuel and James Mc- 
Curdy, and his son, W. C. McCurdy. 
As stated, Samuel McCurdy is the new 
secretary and treasurer, while W. C. 
McCurdy continues as vice-president. 

Also as a result of the reorganization, 
E. R. Swartout and Ralph Geil, for ten 
years employees of the company, be- 
come stockholders and active members 
of the corporation. John C. McCurdy 
announces that his second son, Lieu- 
tenant Gilbert J. McCurdy, will return 
shortly from France and enter the busi- 
ness. 

The McCurdy store, as it is generally 
known, was established about eighteen 
years ago, and has enjoyed a consistent 
growth as the result of a progressive 
policy tempered with conservatism. As 
expressed by Mr. McCurdy, the presi- 
dent, “‘the firm has sought to establish 
a reputation for reliability on the basis 
of values .given rather than prices 
quoted.” 

With the active participation of em- 
ployees and younger members of the 
McCurdy family in the business there 
will be-a vigorous effort along the lines 
of policy outlined. 

Samuel McCurdy, who returns after 
an absence of six years, was formerly a 
member of the corporation. Six years 
ago his health became poor and he re- 
tired to his farm in New England, but 
now returns fully restored to health. 

Asked if there would be a change in 
the firm name, Mr. McCurdy said there 
would be, but that what name would be 
given to the corporation has not yet 
been decided upon. 
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Stanley Earl Geerer, with Moore- 
Shafer Shoe Manufacturing 
Company 


The Moore-Shafer Shoe Manufac- 

turing Company, of Brockport, New 
York, takes pleasure in announcing 
their engagement of the services of 
Stanley Earl Geerer, of Rochester, 
N. Y., effective February 1, 1919, as 
assistant sales and advertising man- 
ager. 
Mr. Geerer is not a new man at the 
shoe game, having held a position in the 
manufacturing end of this firm for 
several years previous to 1913. Since 
that time he has held positions as 
assistant advertising manager, Hickey- 
Freeman Company; assistant advertis- 
ing manager, American Laundry Ma- 
chinery Company; office and _ sales 
manager, Arthur N. Kennedy, Inc., all 
of Rochester, N.Y. At the time of the 
entry of the United States into the war 
he was connected with the Travelers’ 
Insurance Company of Hartford, Con- 
necticut. 


Chicago 


Cooler weather -has put more snap 
into the retail shoe business, particu- 
larly to the extent of actively moving 
boots, the sale of which was lagging 
somewhat because of unseasonable 


temperatures. High shoes.in brown are - 


selling very satisfactorily, and combina- 
tions have assumed a spirited call. 
However, there is no lessening in the 
disposition on the part of the public to 
buy and wear low shoes, as the general 
reports indicate that these are moving 
in an exceedingly active way, possibly 
due to last month’s mild weather which 
inclined women to wear oxfords and 
pumps, the stimulus of which is still 
retained. Black suede, black satin, 
brown kid and black ‘kid oxfords are 
going finely. 


Wholesalers Extremely Busy 


Every wholesale house in Chicago 
reports a record business for January in 
comparison with any previous January. 
Geo. E. Harrison, of the Geo. E. Harri- 
son Shoe Co., one of the city’s most 
prominent wholesalers, said: ‘In all my 
long years of identification with the 
shoe business in Chicago I never have 
witnessed such a busy period among the 
wholesale trade as is existing right now. 
Not only local merchants, but shoe mer- 
chants from wide territory adjacent to 
the Chicago market are calling upon the 
wholesale trade here as they never have 
done before to replenish their stocks 
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Mr. Geerer in St. Mihiel Drive 


On December 16, 1917, Mr. Geerer 
entered the service, and was assigned to 
Battery D, 57th Coast Artillery Corps, 
Fort Hancock, N. J., which unit sailed 
for France on May 10, 1918. In July 
he was transferred to Battery B, 43d 
Railroad Artillery, Coast Artillery 
Corps, with which organization he 
reached the front early in September. 
From then up to the signing of the 
armistice on November 11, 1918, he par- 
ticipated in several engagements, among 
them the great St. Mihiel Drive, the 
Argonne Drive, and the Meuse Offen- 
sive. After several weeks in rest camps 
at Haussimont and St. Nazaire, he 
landed at Newport News, Va.on Decem- 


ber 21, 1918, and was honorably dis- 


charged from the Army on January 10, 
1919. 

Mr. Geerer is a member of the Roches- 
ter Ad Club and Chamber of Commerce, 


and should prove a valuable addition to 


the administrative forces of his}new 
connection. 


which have been depleted by excellent 
business. And there is not.a single 
indication that this demand upon the 
wholesaler will cease; on the contrary 
conditions are such that the merchants 
will depend upon the wholesalers for 
shoes very largely in the near future, 
even more so than at any. previous 
period or season in my recollection.” 


‘Mr. Harrison has just returned from the 


Eastern markets, where he says manu- 
facturing conditions are such that 
prices will remain normally high and 


. that from present indications merchants 


need feel no hesitancy about buying 
their stocks for Fall on account of the 
belief that prices may come down, be- 
cause the opinion in the East is that 
prices may go even higher. 


Catalogue Week in Chicago 


The wholesalers of Chicago have 
been very busy during the past few 
weeks in preparing catalogues to present 
to the trade. Many beautiful pieces of 
literature are being mailed this week 
by the Chicago houses. The Geo. E. 
Harrison Shoe Company have arranged 
a very attractive catalogue illustrating 
black and colored boots. This book has 
twenty-four pages of in-stock lines. 

Sinsheimer Bros. & Co., distributors 
of “Sinbac—The Healthy-Fut Line” 
have just issued a most profusely illus- 
trated general catalogue showing their 
complete line of children’s footwear in 
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the original colors. This catalogue is 
the largest that this concern has ever 
produced and the fine character of the 
book is in keeping with the quality of 
their footwear. 

The Smith-Wallace Shoe Company 
also have arranged a catalogue, the 
cover of which is lithographed in many 
colors and the book is devoted exclu- 
sively to their “‘Kinder-Garten line’”’ of 
children’s shoes. The opinion of the 
trade is that this is one of the most 
effective pieces of literature that this 
concern has ever distributed. 

Henry Kleine & Company are now 
putting into the mails to their 25,000 
list of names their regular .‘‘February 
Flyer,”’ which describes their complete 

‘line of children’s and misses’ footwear, 
Tred-lite Steppers and felt slippers as 
well as a number of other shoe store 
Specialties for which this concern is 
popular. 


Merchants Hold February Sales 


Practically all stores are participating 
in clearance sales, which include staples 
as well as broken lines. The Fair is 
featuring women’s shoes at $4.75, 
I. Miller at $7.95, Walk-Over ‘stores at 
$5.85, Mandel’s at $2.95, Carson, Pirie 
Scott & Co. tan calf lace boots at $4.85, 
Marshall Field & Co. satin boots at 
$7.50 and the Morrison Boot Shop at 
$6.35 and $7.85. These sales are stimu- 
lating business to the entire satisfac- 
tion of the whole trade. 


New Shoe Stores 


A new shoe store has been opened at 
1671 N. Clark Street, Chicago by the 
Atlantic Shoe Company, carrying a full 
line of men’s, women’s, and children’s 
footwear. 

Mr. Striecher of San Diego, Cal., was 
in the Chicago market purchasing stock 
for two stores already in operation, as 
well as a new store which will be opened 
within the next few months. Mr. 
Striecher from his experience in this 
and other markets is convinced that 
shoe prices will remain firm for a num- 
ber of months yet to come. 

Leo Cohn and his cousin Herman 
Cohn will open the L. & H. Shoe Store 
at 217 S. 6th Street, Springfield, IIl., 
about March 1. This store will handle 
a general line of good grade shoes. Both 
the above men were in the Chicago 
market this week and purchased con- 
siderable merchandise for their opening. 


Marshall Field & Company Estab- 
lish Military Shoe Department 


The tendency of Marshall Field & 
Company to departmentize the various 
features of. their popular merchandise 
has been extended to Army and Navy 
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shoes. The following announcement 
describes its recent inauguration of this 
department: 


“ARMY AND NAVY SHOES FOR 
ALL MEN— 

“One thing the war did for men in 
the United States was make them real- 
ize the importance of comfortable feet. 

“From all sides come so many de- 
mands for shoes on the Munson Army 
last or the Navy service last for civilian 
wear that we have installed an Army 
and Navy Shoe Department in our 
Men’s Shoe Section in the basement. 

“Experience in the Army and Navy 
has proved ,that wearing these shoes 
does away with practically all simple 
foot afflictions and reduces foot weari- 
ness to the minimum. These shoes. 
therefore, are recommended especially 
to men who are on their feet a great 
deal.” 


Hanan & Son Take Prominent 
Downtown Corner 

An event of important local interest 
has been consummated by Hanan & 
Son in taking the lease for the ground 
floor corner store and the entire second 
floor of the Columbus Memorial Build- 
ing, at the southeast corner of State 
and Washington Streets. The ground 
floor is now occupied by Hyman & Co., 
jewelers. This store will carry a heavy 
annual rental and will be ready for oc- 
cupancy by Hanan & Son about May. 

The present Hanan & Son store at 
27 N. State Street, which is in the same 
building and occupies a space of 20 by 
50 feet, has been leased to the New 
York Waist house for a term of ten 
years from March 1, 1919, for $20 a 
square foot, thought to be a record 
price for an inside store in Chicago. 

Hanan & Son plan very extensive im- 
provements and promise one of the most 
beautiful shoe stores in Chicago. 


Visitors to Chicago Market 


Merchants from the Central West as 
well as from the extreme West are visit- 
ing the Chicago market in unusually 
large numbers, and they generally. re- 
port a good January business with en- 
couraging prospects for February. They 
are without exception convinced that 
shoe prices will remain high and steady, 
despite the downward revision of prices 
of other lines of merchandise. 

A. F. Pierson and F. L. Ajrell of the 
Petlibone-Peabody Co., Appleton, Wis., 
were among those who visited some of 
the wholesale houses to place orders 
for immediate as well as future delivery. 
These visitors report that business has 
been especially good in their part of 
the country and they expect a tremen- 
dous Spring season. They said also 
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that the weather in and about Appleton 
has been of such a nature that the de- 
mand for low shoes has been so great 


that it is impossible for them to obtain 
this merchandise fast enough to supply 
such an unusual call. 


Akron 


CONGRATULATIONS TO 
JUSTIN R. WEDDELL 


Advertising Manager Firestone Tire 
and Rubber Co. 


This week announces the appoint- 
ment of Justin R. Weddell as adver- 
tising manager of the Firestone Tire & 
Rubber Company, Akron, Ohio. Mr. 
Weddell assumed his new duties Febru- 
ary 1, according to a statement issued 
today by the Firestone organization. 
He comes from the Corday & Gross 
Company of Cleveland, where he is 
present sales manager. 

Mr. Weddell’s wide acquaintance 
with national advertisers dates from his 
entry into the business over ten years 
ago in one of the large advertising agen- 
cies in Chicago. After serving an ap- 
prenticeship in that field he entered the 
organization of the Barnes-Crosby En- 
graving Company of Chicago, where he 
handled the work of the prominent 
advertising agencies of that city. This 
led to his establishing a business of his 
own, the Weddell-Schmidt Company of 
Cleveland, which enlarged still further 
his circle of clients and acquaintances. 

As an outcome of this development, 
Mr. Weddell and a large part of his 
organization were taken over by the 
Corday and Gross Company in what 
amounted virtually to an amalgama- 


tion of the two concerns. Mr. Weddell 
is a graduate of New Mexico State Col- 
lege and Denison University. He is a 
member-of many Cleveland organiza- 





JUSTIN R. WEDDELL 
Advertising Manager 


tions and is well known in social and 
business circles. He will make his home 
in Akron. 


Cincinnati 


A continuation of steady buying on 
the part of the consuming public is 
reported by the local retail merchants 
for the week just past. The general 
displays of Spring styles in show win- 
dows makes it obvious that the regular 
Spring season will fall into full sway con- 
siderably earlier this year than for many 
years past. Though the dealers here 
still have some stock on hand which 
was purchased for the purpose of meet- 
ing the demand that naturally arises 
during the severe Winter days of Janu- 
ary and February—such days have not 
been experienced this year—the amount 
of this stock is not so great that it is 
now considered odds and ends. So the 
stores of the - Cincinnati merchants, 
especially those handling ladies’ foot- 
wear, have taken on the Spring season 
atmosphere. Newspaper announce- 
ments and window displays have tended 


to excite interest amongst the ladies and 
they are visiting the stores in good num- 
bers to see what Spring is going to offer 
in the way of something new. 

The sale of a pair of dull brown or 
black patent leather oxfords “with an 
attractive pair of spats to correspond is 
such a frequent occurrence at the ladies’ 
shops these days that it has about 
reached the stage of being popular in 
Cincinnati. Brown spats over darker 
brown oxfords are very frequently seen. 


Early Deliveries Wanted 


The local shoe manufacturers are 
receiving additional business by mail 
in duplicates for as early delivery as 
possible. The mild Winter in most 
parts of the country, is no doubt the 
reason for retail merchants finding that 
they will go short on some lines before 
the Spring season is over. Local manu- 
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Telephone Beach 4960—4961 








CATALOGUES 


HOOPER PRINTING COMPANY 
14 INDIA STREET, BOSTON 








“4 Splendidly Equipped Plant” 
The HARVARD 
ENGRAVING CO. 


MAKERS OF HIGHEST GRADE 
Shoe Cuts for Advertising and Catalog Purposes 


at 173 Summer St., Boston 








ILLUSTRATORS 
Cc. GRIECO 


COMMERCIAL ART CO. 
179 W. Washington Street, 
CHICAGO 


SHOE 








ARE YOU GETTING OUT 
A CATALOG? 
LET US MAKE THE SHOE 
ENGRAVINGS 


WE ARE EXPERTS! 


JOURNAL ENGRAVING G. 
257 WASHINGTON ST., BOSTON 

















Telephones: Foit Hill 1006 and 1007 
DESIGNERS AND 


PRINTERS 


of High-Grade Catalogs and 
Advertising Literature for the 


SHOE TRADE 


74 INDIA STREET .*. BOSTON 
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facturers are leaving no stone unturned 
in their effort to get their factories back 
on the hundred per cent running basis, 
for the precedence set by the industries 
of the war in quick-time deliveries is 


_something that will not be overlooked 


by shoe manufacturers during their 
prosperous months of the current year. 


The Rubber Situation 


Merchants in Cincinnati and most 
other cities are reporting the abnormally 
small volume of business done this 
Winter in rubbers. In nearly every 


case rubber stocks are still virtually in- - 


tact, and in this connection it is no 
doubt interesting to note that the snow- 
fall for this Winter, as recently reported 
by the weather bureau, is only two and 
one-half inches as against thirty-five 
inches last Winter. Local retailers are 
all set for a few days of snowy and wet 
weather for then rubbers will go at a 
premium. 


Big Delegation for Columbus 
Cincinnati is going to have the largest 
delegation at the State Convention of 
the Ohio Retail Shoe Dealers in Colum- 
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bus, March 3, 4, 5, that she has ever 
had. H. C. McLaughlin, president of 
the State Association, this week ex- 
pressed satisfaction at the manner in 
which preparation is being made in 
order to get everybody there. Mr. 
McLaughlin states that practically 
every reservation is taken at the hotel 
and that all of the space allotted to 
manufacturers for,the display of their 
lines has been reserved. “From all 
indications the convention will be a 
great success,” says President McLaugh- 
lin. 
Cincinnati Notes 

Among the recent visitors in this 
market are Chas. G. Petotof, New 
York; Thomas Dohan, Springfield, O.; 
Mr. Hutchinson of Hutchinson & Stick- 
ney, Athens, O.; Mr. Chenney, The 
Walk-Over Store, Terre Haute, Ind. 


John Sullivan of P. Sullivan & Com- 
pany returned this week from New York 
where he had spent the last three weeks 
studying conditions. 


C. P. Morton, general manager of the 
Rehbun Last Company is in New York 
this week in the interest of the business. 


Columbus, Ohio 


A notable feature of the success of 
the Columbus Retail Shoe Dealers’ 
Association is the change made some 





V. C. WENE 


President Columbus Retail Shoe Dealers’ 
Association 


six months ago in the manner and time 
of holding their meetings. 
Previous to this time the meetings of 





the association were held in the morn- 
ing, with the resultant hurry that the 
average man feels when away from his 
business. 

The members now meet around the 
dinner table in the dining room of one 
of Columbus’ most popular hostelries, 
where the feeling of good fellowship 
engendered has much to do with the 
spirit of co-operation that has been 
brought about. Members do not have 
the experience of finding much of the 
program given to long addresses from 
speakers:who may have little familiarity 
with the particular problems of the 
retail merchants. The meetings are 
decidedly businesslike, inasmuch as 
they give the members the opportunity 
of discussing with brother merchants 
any and all matters pertaining to the 
retail business, such as cost of doing 
business, average profit derived, the 
styles that have proved the best sellers 
and the methods of conducting sales. 
The members also have the opportunity 
of agreeing on a legitimate profit on the 
sale of rubbers and tennis goods. 

This association, through the press, 
has maintained a publicity campaign 
for educating the people as to the proper 

care of all leather and rubber footwear, 
Po giving the consumer more saa 
wear and conserving leather. 
Through the influence of this organi- 
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zation the press declined to publish any 
mis-information relating to shoe legis- 
lation or Government regulations cover- 
ing styles, colors and price, which would 
have worked a hardship on the retail 
merchant. 

In 1918 a Belgium Relief Unit was 
formed and through the efforts of the 
members furnished a car load of shoes 
that was used for the relief of the 
destitute peoples of France and Belgium. 

The merchants of Columbus are well 
organized and through the untiring 
efforts of the present officers and mem- 
bers, the convention of the Ohio Retail 
Shoe Dealers in March bids fair to be 
a howling success. 

The present officers of this associa- 
tion are: V. C. Wene, Morehouse- 
Martens Co., president; W. E. Russell, 
the A. E. Pitts Co., vice-president; 
L. J. Bergman, the A. E. Pitts Co., 
secretary and treasurer. 


Manufacturers Optimistic 

The manufacturers are very optimistic 
regarding business for the coming year, 
they have found that the retail mer- 
chants, generally, have very small 
stocks of shoes on hand at this time and 
expect that the merchants will be very 
conservative in their buying for the 
next season, all seem to be of the opinion 
that this will give the manufacturers a 
chance to increase their production to 
pre-war basis before the grand rush 
takes place, which all seem to feel will 
come before the year.is out. 


February Clearances 


The clearance sales that are being 
conducted by most of the large firms in 
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this city are the usual February clean- 
up sales of discontinued lines and odd 
lots which have accumulated the past 
season; these sales are always looked 
forward to by the bargain hunting 
public as here they are enabled to pur- 
chase exceptional merchandise at below 
actual values. 

None of the merchants are making 
reductions on their regular lines, due 
to the fact that they have not an 
abundant stock of goods on hand at 
this time. This speaks well for the 
local merchants for while all are 
optimistic, none have hoarded a large 
supply of footwear. 


Columbus Notes 


V. C. Wene, manager of the shoe 
department of the Morehouse-Martens 
Co., was a visitor in New York the past 
week. The purpose of Mr. Wene’s 
visit was to purchase stock for the com- 
ing season and view the styles for the 
coming season. 

Geo. F. Scholl, manager of men’s 
shoe department of The Union Co., has 
accepted a position with the J. E. 
Dayton Co., Williamsport, Pa. Mr. 
Scholl will assume his new duties about 
February 15th. He will cover Ohio and 
Indiana for this concern. 

James B. Willer, formerly of the A. E. 
Pitts Co., is now located with the 
Union Co., as manager of their misses’ 
and children’s department. 

John W. Ensminger, for several years 
with A. Polster as manager of shoe 
department, died February 6th. Mr. 
Ensminger had long suffered from 
tuberculosis, which caused his death. 


Philadelphia 


It would not be within the facts to 
say that retail conditions in Phila- 
delphia are altogether satisfactory and 
this for the simple reason that weather 
conditions during the greater part of 
the present Winter have not been in 
any sense seasonable. As the result of 
this, the retail shoe merchants continue 
to have in their stocks the bulk of their 
rubbers and a good proportion of the 
heavy goods bought in the anticipation 
of real Winter weather. There has been 
no incentive for the sale of either class 
of stock and in consequence the volume 
of business in these stocks has been 
relatively small. None the less the retail 
stores continue to be active and the 
general volume of business is good. 
Sales, however, are largely confined to 
the lighter types of shoes and con- 
tinue to show a very strong proportion 


of low cuts. In fact many of the 
Spring orders taken in early because of 
fear of non-delivery are finding a ready 
market in the stores. This is true to 
such a degree that there will probably 
be no sharp demarcation between the 
Winter and Spring selling, but one will 


- probably merge into the other. In view 


of the late date upon which Easter 
falls, this is a very desirable condition 
for the retail trade inasmuch as it 
forecasts a considerable sale of Spring 
merchandise considerably before the 
Easter holiday. selling. 


Price Trend and Heavy Goods 


In view of the present price trend, 
however, the retail trade is not making 
any strenuous efforts to move those 
heavy goods they may have on hand, 
being content to carry them over 
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We are manufac- 
turers of quality shoe 
laces, for the “ages 
facturing trad 

Ask for a 

prices. 


J.& B.SALES CO. 
470 Park Ave. 
Worcester - Mass. 











“UP TO THE MINUTE” 


Slipper Bows, 
Ornaments, Buckles, ete. 


D. T. DUDLEY, & CO. 











66 Washington St. Haverhill, Mass. 
FURNITURE 
Write 
Fs. b 
The C.F. Streit Mfg.Co. | 
1047 Kenner St., Cincinnati, 0. 

















i : UNIVERSITY. 
ape un 


ranens oF fwe awe \ 


|_Stect rmce thecmaoreres 


CAMBRIDGE. MASS 
, 








MERCANTILE 
AND 
SAVINGS 


ACCOUNTS 
41 BEDFORD STREET, BOSTON 























SALES LETTERS 


MULTIGRAPHED-- 
FILLED IN--SIGNED-- 
MAILED. 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 
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Where to Buy 


MEN’S SHOES 


Men’s Welts 


UNION MADE 


@| IN STOCK 
DIAMOND SHOE CO. 


The Shoe 
Above the Mark Breckten 


-KNIPE BROS.“ 


MAKERS OF MEDIUM PRICE 


McKAYS and WELTS 
Specialty of Flexible Welts 
Factory WARD HILL, MASS. 


Where to Buy 


Men’s, Women’s and Children’s Shoes 














cl UNBRANDED 





Salesreom 
New York, N. Y. 




















ELIAS BERLOW 
Selling Agent 
“FISKE”—MEN’S SHOES 
** ASBORN”’ CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 


> SHOE (OMPANY 
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1i6 DUANE "Srnest, New York. ” 


HENRY LILLY CO. 
88-90 Reade Street - New York 
The Only Exclusive 
Shoe Auction House 
Trade Sales Every Wednesday 


and Friday 




















The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 
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rather than sell. them at reduced prices 
only to have to buy their equivalent 
next season at probably a considerably 
higher rate. Because of new orders 
coming in and the present stock on 


‘hand, the retail trade finds itself in 


very good position to take care of the 
day-to-day business that is coming to 
it and there is no expectation of any 
great shortage of merchandise during 
the remainder of the present season. 


Active Wholesale Trade 
The head of one of the larger Phila- 
delphia wholesale houses said a few 
days ago that his firm has no reason to 
complain. The business in January 
was considerably ahead of that for the 
corresponding period last year and the 
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total of business for 1918 was an 
exceedingly favorable one. Present 
activity is pronounced. His house 
finds itself well supplied with the stocks 
wanted and in consequence is taking 
good care of those orders that come in. 
This house is looking forward to con- 
tinued good business for the next six 
months, at least, unless labor problems 
become aggravated to a point where 
they will seriously affect the general 
situation. Just now he said, his estab- 
lishment is shipping some advance 
orders, but mostly is taking care of the 
day-to-day business and in this latter 
is finding the demand pretty well dis- 


‘tributed through the entire line, and 


especially in the stock of boots and 
lighter weights. 


St Louis 


F The market buying season is present- 
ing the interesting situation in St. Louis 
of a large number of merchants, who 
although sufficiently interested in shoe 
conditions to visit the market in person 
are, at the same time, making careful 
survey of the situation before placing 
their orders. The purchases which are 
being made, particularly for advance 
shipment, are cautiously selected, the 
evident purpose being to play the mar- 
ket safe both as to style and as to 
quantities in order that there may be 
no occasion for regrets later on. 


Manufacturers Preparing for 
New Season 


The manufacturing houses are getting 
ready for the opening of the new season, 
and samples have been assembled for 
the men who have been and are now 
taking to the road. The early types 
for Fall and Winter 1919-20 are being 
put into the lines as rapidly as they can 
be brought forward from the factories, 
and it has also become apparent that 
the men will generally get into their 
territory somewhat later than usual. 
This is due somewhat to the delay in 
getting advance samples ready and in 
part to the fact that manufacturers pre- 
fered to get a closer line on the future 
than they have had. 


The Sales Forces 


The selling forces of the local houses 
are going through the usual annual 
process of change, new men being added 
and some dropping away from the vari- 
ous traveling staffs of the wholesale 
houses. Some of the smaller concerns 
are adding to their traveling sales forces 
and, generally speaking, the St. Louis 
houses will be more completely repre- 


sented during the coming traveling 
season than they have been in some 
time. 

At the present time shipments from 
the wholesalers and manufacturers are 
not particularly large, although a fair 
volume of goods is moving, considering 
the period of the year and the condi- 
tions prevailing in business, which 
naturally have led to a disposition to 
play the market safe and avoid an over- 
stock at prices which some feel are 
likely to change, although an analysis 
of the situation does not encourage any 
very definite hope, according to best 
informed retail merchants and likewise 
the manufacturers, that there will be 
any material dropping in goods. 


Filling-In Orders 


Filling-in orders from the retail 


_ trade are occupying more attention per- 


haps than any other feature of the busi- 
ness, but these show care on the part 
of the retail merchant who is apparently 
putting into his broken lines only such 
numbers and sizes as he is reasonably 
sure of getting rid of. 

The Clearance Sales of the local 
stores and departments have continued 
in force and some striking advertising 
has been utilized to move the stocks, 
although it is a notable fact that there 
have been no really deep cuts except in 
the relatively few lines which were 
either so badly brpken as to make it 
impossible to fill them in satisfactorily, 
or in lines which are to be definitely dis- 
continued. The Clearance Sale adver- 
tising is stronger and evidences the ex- 
penditure of much more money than 
usual in the apparent determination to 
put stocks in readiness for the Spring 
and Summer season and at the same 
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IN KANGAROO 
ALL KANGAROO SHOES “MADE BY ARNOLD” : 


ARE MADE OF GENUINE KANGAROO LEATHER 


O animal furnishes to mankind a leather excelling Kangaroo. This 
leather’s texture is of surpassing fineness. A natural grain en- 
hances its beauty. Takes a most brilliant polish. The velvety 

softness of Kangaroo to the feet has long made it popular with men and 
women to whom comfort was the supreme virtue. 


Arnold's “Glove Grip” shoes of Kangaroo mark a decided step forward 
in the use of Kangaroo leather for shoemaking. They are perfectly 
modish—in absolute harmony with the most advanced footwear fashions. 
In exclusive stores they are classified as “‘best sellers.” 


“Glove Grip” shoes of Kan- 
garoo afford opportunities for 
business which mean extra 
dollars profit and many new 
friends for your store. The 
superior fitting features of all 
“Glove Grip” shoes increase 
merchandising value but not 
cost. 


IN STOCK 


S. 467. Panama Toe. “Glove 





S. 600. Vogue Toe. “Glove 
Grip” 9-inch Whole Foxed Bal. 
Glazed Kangaroo. Plain Toe. 
13-8 Heel. AA, 4to 8. A, 3to8. 
B, C, 21-2 to 8. Price $7.50. 


NEW SPRING 
AND SUM- 
MER CATA- 
LOGUE IS 
READY. SEND 
FOR COPY. 


| M.N.ARNOLD SHOE CO. 


\| NORTH ABINGTON, MASSACHUSETTS 


oe = =_ = = = = -_ - . —_ = - 
4 styles of Glazed Kangaroo shoes for men and 2 for women in stock 
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MAKES SHOES BETTER, SAVES 
TIME AND MONEY, OVER- 
COMES WELTING TROUBLES 





Mr. Manufacturer you have hoped that some 
day, COMES SPOOLED IN 
ay, some one would do for you what we have 59 AND IOO YD. LENGTHS 


done. You have longed for. an easy, inexpen- 
sive, dependable way of reinforcing innersoles. You have seen lasters bothered and their work 
made defective because of ordinary methods of innersole reinforcing. “Panco” reinforcing tape 
is your salvation. It increases strength where welt and upper meet. It guarantees shoes of uni- 
form quality. It assures perfect toe lines. It prevents welting trouble no matter what factory 
conditions are. It saves channels from being knocked down. 
It builds up and adds strength where strength is needed. 





It provides for a tight in-seam, and 
when applied to straight Goodyear 
innersoles overcomes wiper troubles 
— have with No.5 lasting machines. 

reinforcing the toe with ‘‘PANCO” 
. INFORCIN 





through use as in illustration No. 3 can be had 
at an insignificant price. All stitching is flush 
with innersole surface. The tread remains 
smooth. It may be covered as illustrated in No. 2; 


Write us relative to price 
and our special trial offer. 











oO 


PANCO 
COMPANY 


CHELSEA - MASS. 
U.S.A. 


SHERBROOKE, QUEBEC, CAN. 
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time clear out the Fall and Winter lines 
in such manner as to make the goods 
carried over thoroughly .staple and, 
therefore, easily disposed of when the 
new season arrives. 


Protest Against Luxury Tax 


St. Louis retail stores, members of the 
Associated. Retailers of St. Louis, in- 
cluding many retail shoe stores as well 
as department stores having shoe de- 
partments, have been, during the past 
several days, planning a protest against 
the proposed luxury tax in the Revenue 
Bill reported out of conference to the 
two Houses of Congress. A number of 
the stores have prepared formal pro- 
tests which they are requesting cus- 
tomers to sign in order that they may 
be forwarded to Washington before the 
bill is finally enacted into law, although 
the feeling generally is that with a favor- 
able conference report before the two 
Houses and in view of the further fact 
that the President is too far away for a 
protest to be effective, the measure is 
likely to become a law in spite of the 
antagonism exhibited. 


F. A. Sudholt Secretary of Inter- 
national Shoe Company 


David C. Biggs, who was recently 
elected governor of the Federal Reserve 
Bank for the eighth district, with head- 
quarters in St. Louis, has been inducted 
into the new position and his successor 
with theInternational ShoeCompany has 
been chosen in the person of F. A. Sud- 
holt, who has been secretary of the cor- 
poration since its formation and who 
previously thereto had been for many 
years with the Peters Branch when it 
was operated as the Peters Shoe Com- 
pany. Practically all of Mr. Sudholt’s 
business life has been in the shoe busi- 
ness with the two concerns named. Mr. 
Biggs’ new position pays a salary of 
$20,000 per year. He will continue to 
hold his interest in the International 
Shoe Company and will also remain as 
a director of that corporation. 


The Rogers Shoe Company 


The shoe company with which J. 
Alvin Johansen recently associated him- 
self, has changed its neme from the 
{’ttelbrick to the Rogers Shoe Company 
and is proceeding with its plan for en- 
larged output and some change in its 
character of output. The business is 
operated at the original location of the 
Ettelbrick Company, 915 Switzer 
Avenue. 


A Narrow Escape 


Harold L. Weber, formerly employed 
by the International Shoe-Company-at 
!2th & N. Market Streets, as a shipping 


clerk, but for some months a private in 
Company L of 125th Infantry, has 
written to friends that he was one of 
those who narrowly escaped going over 
the top as a result of the armistice. 
His company was scheduled to go over 
at 4 A.M. the morning of the 12th 
while the armistice was made effective 
at 11 A. M. of the 11th. Only a short 
time before the armistice was declared 
he, with his company, was operating in 
the Argonne Forest, and owing to the 
fact of his having changed places with 
another St. Louisan escaped death, his 
companion being blown up fifty yards 
away from him by bombs which had 
been placed by the German forces. 


A New Soling Machine 


A new company has been formed in 
St. Louis for the manufacture and dis- 
tribution of a newly invented soling 
machine for use in shoe factories. The 
company is to be known as the Bar Lock 
Shoe Machine Company and a factory is 
to be built to produce the machine which 
will be sold chiefly to the shoe repair 
trade. The company has been incor- 
porated under the laws of Delaware and 
the machine is understood to provide a 
method of stitching on the sole without 
heat, a bobbin or a shuttle, the sewing 
being done with three threads fed 
directly into the machine from spools. 


New Plant of Lund-Mauldin Shoe 
Company 

The Lund-Mauldin Shoe Company 

which has had a successful business 

career since its organization about three 
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years ago, is preparing plans for a new 
plant similar to that which it now oper- 
ates at Highland, Ill., for the manu- 
facture of men’s fine shoes. In con- 
nection with this increase of capacity 
the capital stock of the company has 
been increased to $300,000, this action 
having been taken at the recent annual 
meeting of the stockholders. The same 
officers and directors were elected as 
have been holding office for the past 
year, viz.: president, R. L. Lund; vice- 
president, B. White Williams and Wylie 
Creel; secretary-treasurer, Thos. L. 
Mauldin. 


Brown Shoe Company Dividend 


The Brown Shoe Company has de- 
clared, at a meeting of its Board of 
Directors, a dividend of $1.50 per share 
on its common stock, payable March 1 
to stockholders of record February 20. 
Announcement of the dividend has been 
made in the public prints, and the 
checks will be mailed from the com- 
pany’s offices the first of the coming 
month. In the two days preceding the 
action of the Board of Directors the 
stock of the company showed some ac- 
tivity on the market being held by 
sellers around $71.25 per share with 
bids ranging up to $68.75. One of the 
interesting problems of the market is the 
reason for Brown common following its 
present price range in the face of the 
fact that the stock has been a steady 
dividend payer, while the company has 
not only piled up a good surplus but is 
at intervals retiring portions of its pre- 
ferred stock. 


Haverhill 


SHORTER HOURS FOR 
EMPLOYEES 


Local Concern Makes This Plan 


At a recent meeting of the directors 
of Hilliard & Tabor, Inc., shoe manu- 
facturers of this city, it was decided to 
reduce the working hours in the factory 
from 54 to 50 a week with no reduction 
in wages. Under the new plan the fac- 
tory will operate 9 hours, 5 days a week 
and 5 hours on Saturday. This action, 
which was voluntary on the part of the 
concern, affects from 425 to 450 em- 
ployees. It goes into effect immedi- 
ately.- A member of the board of direc- 
tors says: ‘‘We consider that there will 
be no loss of efficiency in any depart- 
ment of our plant. The day workers 
will be paid as before, while the piece 
workers will, under the new arrange- 
ment, be able to earn fully as much as 
heretofore. We regard this movement 
as one which is in line with the tendency 


for shorter working hours in factories 
in Haverhill and elsewhere.” 


SALES OF MEN’S SLIPPERS 
Will Increase the Coming Season 


Hazen B. Goodrich & Co., a concern 
for many years identified with the sale 
of men’s high grade slippers, say in 
regard to the sale of these goods: ““The 
call for men’s slippers of the best grades 
will be greater next season than ever 
before, judging by reports from our 
trade. Several of our customers who 
bought ‘lightly of men’s slippers from us 
last year have told us that they intend 
to buy heavily this year in anticipation 
of increased demand. The line of men’s 
slippers which we shall show for the 
Fall season represents best materials 
and workmanship, as well as the finest 
fitting lasts and patterns that we have 
ever shown. We feel justified in the 
belief that our representatives will make 
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/TOP GRADE OXFORDS 


CORRECT STYLES and SNAPPY EFFECTS 
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No. 1239. Women’s genuine dark Russia Calf, 5 eyelet,Oxfords, 
Goodyear welt, 13/8 military heel, imitation straight tip, our 
top grade, AA, A, B, C, D widths, $5.00. 

No. 1236. Same as above except Havana Brown Kid, A, B, 
C, D, $5.00. 

No. 1238. Same except in all Black Vici Kid, A, B, C, D, $4.50. 
Lot 1236 and 1238 also’come in Lea. Lxv Heel aluminum plate. 


IMMEDIATE DELIVERY 


NOVELTY SHOE. CO. 


Novelty Shoe Building 


——— 7 ‘ 30-32 S. Wells Street CHICAGO 
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NYP RED eee | hae 
E iene f : =e 
aa HM we 




















Feb. 15, 1919 


new records in regard to men’s slipper 
sales.” 


SHOE _.MACHINERY COMPANY 
TO MOVE 


Concern Will Locate in Another 
City 

The Hamel Shoe Machinery Com- 
pany, which has been located in this 
city for four years, will, about May 1, 
move its plant to Bridgeport, Conn. 
The location will be adjoining that of 
the Singer Company in Bridgeport, 
the latter concern being understood to 
have an interest in the Hamel com- 
pany. This concern will retain offices 
in Haverhill for selling and service in 
this district. The same will be true of 
Lynn and Boston. The Hamel Com- 
pany occupies nearly 50,000 square feet 
of floor space in one of the large cement 
factory buildings on Essex Street. Ow- 
ing to the demand for factory space 
which exists in this city there is. no 
doubt that when this space is vacated 
it will soon after be re-occupied for shoe 
manufacturing purposes. 


SHOE MANUFACTURING 
BUSINESS SOLD 


Local Concern Passes Into New 
Hands 


The business of E. Bottomley & Co. 
with factory on Essex Street in this 
city, has been sold to David De Bradeau 
of Boston, who will conduct the plant. 
The business will be incorporated 
March 10. Ernest Bottomley, late head 
of this concern, was killed in an accident 
in New York City, recently. Mr. Bot- 
tomley was a charter member of the 
Haverhill Shoe Manufacturers’ Asso- 
ciation and was a popular member of 
the local trade. 


ADDITIONAL FLOOR SPACE 
Taken by Local Concern 


The Hartman Shoe Company, manu- 
facturers of women’s footwear, have 
taken additional floor space in their 
factory on Wingate Street. This will 
give them an increase of several thou- 
sand feet in the various departments. 
The Hartman Company are taking 
special pains to see that returning sol- 
diers have preference in employment at 
their factory. Thirty-five men dis- 
charged from the Service are now in the 
employ of that concern. 


ADDITIONAL FACTORY SPACE 
Concern Opens New Cutting Room 


Ellis-Eddy Company have secured 
additional factory space in their plant 
on Duncan Street, by means of which 
they opened a new cutting room on the 
second floor. The space on the third 
floor, formerly occupied by the cutting 
room is utilized as an enlargement for 
the packing department. This con- 
cern, who are manufacturing a line of 
women’s turn boots and slippers, have 
long been crowded in all their depart- 
ments. The additional room will re- 
lieve pressure in this regard and in- 
crease production correspondingly. 


NEW SHOE JOBBING HOUSE 


Concérn Starting in Business 


Joseph Rosengard, formerly con- 
nected with a furniture store in this 
city, is a member of a new shoe jobbing 


‘concern in this city. 


The style of the firmis Platts & Rosen- 
gard Company. Henry I. Platts was 
formerly a traveling shoe salesmen and 
was also identified with the local retail 
shoe business. Both members of the 
concern are well acquainted with the 
details of wholesaling. 


Brockton 


PROPOSED TAX ON SHOES 
Will Not Affect Brockton’s Industry 


President John S. Kent, of the Brock- 
ton Shoe Manufacturers’ Association 
says, in regard to the proposed 10 per 
cent tax on shoes retailing for more 
than $10, which is embodied in the new 
revenue bill: ‘“‘As I understand the 
proposed tax, shoes which retail for 
$10 or under are not taxable. The 
bulk of this city’s product will not be 
affected and on shoes selling for more 
than $10 a pair, the tax is so small that 
it will not make any material difference. 
Anyone who can afford to pay $11 for 
shoes will not hesitate on account of an 
il cent tax. I doubt if it will make any 
difference whatever in sales. The only 


objection to the tax would be a feeling 
that shoes should not be taxed at all, 
being a necessity and in no sense a 
luxury article.” 


LADIES’ BOOTS IN STOCK 
Important Addition to Department 


Ladies’ boots are playing an im- 
portant part in the development of 
Brockton factory stock departments. 
This is especially true regarding the 
best grades of ladies’ boots which, 
according to statements of local con- 
cerns, are going strong. An instance of 
this development is offered by Whitman 
& Keith Company, one of Brockton’s 
-old established concerns, long identified 
with the manufacture of men’s fine 
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shoes. They have recently added 
ladies’ boots to their stock department, 
featuring a dark mahogany calf bal on 
the new Lorraine last. This carries a 
1 5-8-inch heel and is available for 
immediate delivery in all widths and 
sizes. Trade response to this addition 
to Whitman & Keith Co.’s stock 
department is one which promises to 
result in large sales. 


SHOE MEN IN AMUSEMENT 
ENTERPRISE 


Members of Local Trade Interested 


John J. Whalen, who travels in 
Pennsylvania for Condon Bros. Co. 
shoe manufacturers of this city, and 
James F. Masterson of Masterson 
Bros., last manufacturers of Brockton, 
are members of a new corporation to be 
known as the Globe Amusement Com- 
pany. The Globe theatre in this city 
has been leased and will be open as a 


skating rink about February 22. Mr. - 


Whalen is president and Mr. Masterson 
treasurer, with Edward P. Neafsey of 
this city as vice-president and clerk. 
Previous to entering the last business, 
Mr. Masterson was interested in an 
amusement enterprise. “Jake” Whalen, 
as he is popularly known, was many 
years ago identified with skating rinks 
in this city and vicinity. His friends in 
the trade will be interested to learn that 
he has again taken up amusement 
management as a side line. 


ENLARGED STOCK 
DEPARTMENT 


Local Concern Has Additional Space 
Charles A. Eaton Company, manu- 


facturers of the Eaton and Crawford | 


lines of men’s shoes, have removed their 
in-stock department to the first floor of 
the Snow building, adjacent to their 
No. 1 plant. In the new location, the 
Eaton company, have a larger and 
better arranged stock department than 
heretofore. The extension of business 
in the in-stock lines of Eaton and 


Crawford shoes has necessitated this 


enlargement. 


SHOE MANUFACTURER’S 
BIRTHDAY 
Congratulations Extended by 
Associates 

George E. Keith, president of George 
E. Keith Co., recently observed his 
69th birthday during a stay in Atlantic 
City, N.-J., in the best of health. He 
received congratulatory greetings by 
wire from his associates in the concern. 


SHOE SHIPMENTS INCREASE 
Better Showing Than a Year Ago 


For the past week shoe shipments: 


from this city were 14,683 cases as 


| 
| 
| 
| 
| 
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PROMPT DELIVERY 
Al QUALITY 





These spats have quality created by use of 
special materials, superior dyes and best 
workmanship. 

In featuring this line you gain the confi- 
dence of your customers. Made in Kersey 
cloths and felts, choice of colors, castor, 
fawn, taupe, pearl gray, brown, black and 
white. From $J0.00 to$30.00 per doz. Put- 
tees, leggings and tongue pads are also in 
our line. Your order will be given at-once 
attention. 


THE SIMON HALPERIN CO. 


Formerly 
Halperin, Phillips Co., Inc. 


121-123-125 West_17th Street, New York City 


TUT GiNiGIN 
U7 


MEN'S VENTILATED PACK-FLAT ue oee 
Price 75ec the Pair 


Those who do not use Trees 
are simply waiting for some- 
one to properly explain their 
advantages. 
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Extra- Quality 
Extra- 
Comfort 


Shoes 


HUTT 


3.4 


(000772 C1 iii 


— preserves the fit 

— retains the style 

— increases the wear 

—adds to the comfort 
of shoe 


For Boys and Girls 


This is the shoe that is building up children’s 
trade for hundreds of merchants. It is Goodyear 
I fit fi ; stitched; has no tacks or nails and is perfectly 
t means an extra profit for you smooth inside. Solid leather throughout. 
and satisfaction for the customer 
No. 479—Button, shown above. Extra Sly 
nut brown bear upper, custom twill lining. 
Best grade flexible oak soles; one piece leather 
insole. C, D and E widths. 5 to 8; 8% to 
11%. i $2. 
No. 480—Lace. Same as above. 


IN STOCK 


Marathon Shoe Coy 


WAUSAU, WISCONSIN 


Catalog and complete information 
for the asking. 


SHOE TREE DIVISION 


O. A. MILLER TREEING 
MACHINE COMPANY 
BROCKTON, MASS. 





CCC 72270 
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compared with 12,538 cases the cor- 
responding week last year. Total 
forwardings for 1919 to date are 82,015 
cases against 62,266 cases in 1918. 


Vigorous at 82 Years 


Charles Howard, president of Howard 
& Foster Co., shoe manufacturers of 
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this city, and founder of that concern, 


was 82 years of age in January last. At . 


this advanced age he is in good health 
and is in daily attendance at his office 
in the factory. Mr. Howard has a host 
of friends throughout the trade who 
will wish him many added years of 
health and business activity. 


Boston 


BOSTON SHOE TRADES CLUB 
CELEBRATES LINCOLN’S 
BIRTHDAY 


Robert Lincoln O’Brien Speaks on 
Business Problems 


Lincoln’s Birthday was appropriately 
observed by the Boston Shoe Trades 
Club at a largely attended luncheon 
held at its headquarters, 24 High Street 
at noon, February 12. A flag-embel- 
lished portrait of the immortal American 
formed a part of the decorations. 
First Vice-President Charles F. Max- 
well presided and introduced the 
speaker, Robert Lincoln O’Brien, Edi- 
tor of the Boston Herald. 


Mr. O’Brien, who is one of the 


leading editorial lights of New England, 
spoke on “Trade Recoristruction Prob- 
lems as Faced by the Business Men 
Today.” His talk was _ practical, 
illuminating and interesting. 

After referring to the significance of 
the day, and the ever-growing esteem 
in which Abraham Lincoln is held by 
the entire world, Mr. O’Brien gave a 
timely address in which he touched on 
several of the pressing economic and 
political problems of the hour. 

He analyzed the troublesome ques- 
tion of unemployment of returning 
service men and other workers who are 
affected by the temporary slow-down 
in various lines of industry, and gave a 
searching analysis of the causes of the 
existing business conditions, inciden- 
tally predicting that although Congress 
is considering the pending Revenue 
Law with the idea that a tax revenue of 
$4,000,000,000 will be needed in 1920, 
as compared with $6,000,000,000 for 
1919, it will undoubtedly be found that 
the amount estimated for 1920 will not 
be sufficient. 


As a partial remedy for the present 
top-heavy condition in which this 
country finds itself in relation to its 
governmental policies, the speaker sug- 
gested that first of all, assuming that 
we are not to become a socialistic state, 
we must work unitedly for the restora- 
tion of the old-time common sense and 
normality in the conduct of our public 
business. 

There is great danger that we are to 
witness a race between those candi- 
dates for public office who can promise 
to do the most for the people at the 
expense of the tax-paying public. 

“‘Let us,” said he, “‘as city, state and 
nation, go back as speedily as possible 
to our old-time simplification of Gov- 
ernment, industry and life. There is a 
limit to the productive capacity of 
American industry and of its ability to 
absorb this constantly increasing burden 
of taxes and cost of Government.” 


At the Head Table 


Mr. O’Brien’s address was one of the 
best that the members of the club have 
enjoyed since the present series of 
Wednesday-noon talks was inaugurated, 
and most of those present considered it 
the best on a business topic that has 
been given. His address was intently 
listened to by a large audience of Trade 
Club members who enthusiastically 
applauded at the conclusion of his 
remarks. 

Among those at the head table were 
President William H. L. Odell of the 
Boston Boot and Shoe Club, President 
Hollis B. Scates of the Massachusetts 
Retail Shoe Merchants’ Association, 
Secretary Thomas F. Anderson of the 
New England Shoe and Leather Asso- 
ciation and W. G. Dennison, Chairman 
of the Club’s House Committee. 


New York City 


The New York market took a spurt 
this week and many lines jumped to the 
profit columns. This activity was per- 
haps accelerated by rather extensive 
advertising, that ran somewhat as 
follows: 


Retail Advertisements 
One store advertised ‘800 pairs of 
women’s slippers, boots and low shoes 
at the reduced price of $3.75, together 
with 1,200 pairs of women’s oxfords, 
patent leather with Louis and*military. 





heels; brown or black oxfords with 
military heels, all sizes, $6.75; and 500 
pairs of women’s boots,. brown or black 
kidskin boots with cloth tops and Cuban 
heels—smart styles for Spring wear— 
all sizes, $7.90.” 

Gimbel Brothers advertised hand- 
sewed suede oxfords in the latest styles 
at $7.25 a pair. This stock was de- 
scribed as ‘‘a black suede, the lasts were 
the fashionable slender kind and so 
much in demand among smart dressers. 
Hand-sewed soles and Louis XV heels. 
Altogether, a most exceptional oppor- 
tunity to secure a fine suede at a sub- 
stantial saving.” 

Oppenheim, Collins & Co. adver- 
tised a special Monday sale of 700 pairs 
of high grade lace boots in all sizes and 
width Which were described like this: 

“Smart lace boots, nine inches to the 
heel and eleven inches to the ground. 
Black glace kidskin to the vamps, gray 
cloth tops, straight cloth tops, straight 
tips, flexible welted soles and leather 
Louis XV heels, present value $9.00 
and specially priced $5.90.” 


The Shoecraft Shop ‘*Ad”’ 


The specialty shop advertising was 
led by the Shoecraft shop with the an- 
nouncement of a sale in the following 
terms ‘‘With the arrival of Spring, shoe 
prices will be high than ever. Fifteen 
smart Shoecraft models suitable to wear 
with the new suits and frocks can be 
bought this week at prices twenty per 
cent lower than usual. The foresighted 
woman will take advantage of this op- 
portunity to buy for future needs,” and 
the shoes on sale were described in 
terms like these— “‘Good form and com- 
fort are happily combined in this modish 
walking boot. It conforms perfectly 
to the lines of a slender foot providing 
arch comfort and support while fitting 
snugly and securely at the heels. In 
cordo or nut brown Russia calf, regu- 
larly at $12.50 now at $10. Gun metal 
vamp with.dull kid top, regularly $12, 
now, $9.60.” 

The window displays of both the 
specialty and the department stores in- 
cluded the regulation Spring lines, 


New York Retailers’ Association 
Meeting 

Arthur Josephs, secretary of the New 
York Retailers’ Association, has an-: 
nounced a meeting for February . 28, 
in the assembly hall of the Busy Ter- 
minal Sales Building. The program 
will include important routine business 
as well as a discussion of plans for a 
banquet and other social functions to. be 
held during the coming year. The mem- 
bership drive is’ still on ard ‘promises 


splendid’ results. -“Bhe —meecia be 
-ealled to-order promptly-at- nae) 
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HOW TO READ A BANK REPORT 
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“Time Loans,” unlike “‘Demand Loans,”’ cannot be turned 
into cash except on the date when due, or when redis- 
counted. 


“Time Loans” 


“Time Loans’ may be secured by collateral or by the 
resources and integrity of the borrower. Notes given by 
ordinary commercial borrowers are usually in the latter 
class, being known as “Commercial Paper.”” When re- 
discounted with the Federal Reserve Banks they furnish 
the basis of Federal Reserve Notes, which form most of 
the money in circulation at present. 


“Time Loans” to business men constitute the backbone of 
banking. The art of banking in its last analysis is to judge 
character, to extend credit wisely, and thus aid in the 
upbuilding of business for the entire community. 


In our next advertisement we shall consider “‘ Acceptances.” 


Report of American Trust Co. to the 
Bank Commissioner, Noy. 1, 1918: 


ASSETS 


Time Loans.......... $16,847,160.36 
Cash.. uate 4,907,770.56 
Demand Loans.. 5,146,474.97 
Notes Rediscounted. . 1,597,811.12 
Customers’ Liability on 

408,000.00 


Acceptances 
Investments 2 ,540,169. 28 
$31,447,386.29 


LIABILITIES 
$25,786,343.65 
2,655,231.52 

3 00 
1,597,811.12 


$31,447,386. 29 


Deposits 

Capital 

Surplus Earnings 
Acceptances.............. 
Rediscounts.............. 
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AMERICAN TRUST COMPANY 


50 State St., Boston Bunker Hill Branch 


Member 
City Square, Charlestown 
The third of a series of advertisements 


Federal Reserve System 


OR NaI NAENGE NE AG ALATA I eA3C: 
) BAL TABARIN 


MEN’S TURNED DANCING OXFORDS 


900—Men’s Patent Oxford 901—Men’s Dull Kid Oxford 
A-B-C-D, 6 to 10, Price, $4.50 net 


This is fresh stock. Ready for immediate distribution. 
Get ready for the parties, receptions and dances when the boys come home. 


HAZEN B. GOODRICH & CO., Haverhill, Mass. 
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TRAVELING SHOE SALESMEN 
(Concluded from page 41) 
popular government, and the nation 
that has intelligent public understand- 
ing—the nation that is sure of intelligent 
deliberations—is secure; any govern- 


ment that is swayed by popular senti- . 


ment, unthinking as it is, is standing on 
a very much shaken foundation. I ad- 
monish you who are everywhere in the 
activities of the republic to spread in- 
telligent and popular sentiments broad- 
cast in America.” Senator Harding 
further said: ‘The cure for Bolshevism 
is understanding on the part of the peo- 
ple! If every man performs the duties 
of citizenship this government stands 
to go on and build a foundation for 
social and religious liberty.” 


Philadelphia Shoe Travelers’ Ban- 
quet-Smoker 


Great preparations are forward for 
the annual banquet-smoker of the Phil- 
adelphia Shoe Travelers’ Association 
which will be held at the Hotel Bingham 
on Wednesday evening, July 19. 

A program of speakers and entertain- 
ment that will make this one of the 
bright spots in the history of the local 
organization has been arranged. From 
acceptances already received by the 
committee it is certain that the attend- 
ance will be a large one—200-plus is the 
number wished. 


The Jandorf Oxberry Co., New York, 
Sales Force and Territory Covered 


Elias Proops, Pennsylvania, Ohio, 
West Virginia, Virginia, Kentucky, 
Missouri, Kansas, Nebraska and Iowa; 
D. Zabin, New York, Michigan, Wis- 
consin, Iowa, Illinois, Indiana, and New 
Jersey; Ferd. Marx, New York City, 
Philadelphia, Wilmington, Baltimore, 
Washington and Maryland; L. H. 
Nolle, Pennsylvania and New England 
States; Kenneth Oxberry, New York, 
New York City, and New Jersey. 


Milton J. Meyer & Co., Inc., New 
York, Sales Force and Territory 
Covered 


Chas. M. Pilzer, Chas. S. Fredenberg 
and Harry L. Pilzer, Greater New York; 
Max A. Schwartz, Pennsylvania; J. R. 
Miller, New York State; Herman 
Schwartz, (just returned from the 
‘Service), Connecticut; Louis F. Glazer, 
New Jersey; Jasinto Vasquez, Cuba. 


Seventh Semi-Annual Show by 
Rochester Salesmen 


The Seventh Semi-Annual Shoe Style 
‘Show, scheduled for July 7-12, is now 
the topic of interesting discussion. The 
R. A. T. S. S., President David D. 





Oster, has appointed the following exec- 
utive committee. ; 

Clarke B. Rowley, of Sherwood Shoe 
Co., chairman; Roy F. Schneider, of 
John Kelly, Inc., treasurer; Clinton L. 
Clark, of. C. P. Ford & Co.; Ralph 
Clauser, of Wright & Peters Co.; Frank 
W. Rice, of Utz & Dunn Co.; Charles 
W. Hellmer, of Rochester Last Works; 
T. C. Dieter, of Joy, Clark. & Nier, Inc.; 
Raymond W. Statt, of Williams, Hoyt 
& Co.; Eugene E. Connor, of E. P. 
Reed & Co.; W. J. Moylan, of The 
Menihan Company; David D. Oster, 
of W. B. Coon Co., ex-officio. 

The following sub-committees, ap- 
pointed by Chairman Rowley are, as 
follows: Exhibits and Rooms—Frank 





. je P 
F. W. (POP) SKINNER 


President New York Boot and Shoe 
Travelers’ Association 


W. Rice, Roy F. Schneider, Eugene E. 
Connor, David D. Oster, Clarke B. 
Rowley. 

Publicity—Clinton L. Clark, T. C. 
Dieter, C. H. Helmer, W. J. Moylan, 
David D. Oster, Clark B. Rowley. 

Entertainment—Asa J. Peck, of The 
Menihan Company; David D. Oster, 
Clark B. Rowley. 

Decorations—Raymond W. Statt, 
Ralph Clauser, David D. Oster, Clarke 
B. Rowley. 

So pleased were the exhibitors at the 
January Style Show, that letters in 
large numbers have come in with a re- 
newal of contracts for July reservations. 


Albert -H. Weinbrenner Company 
Entertain Salesmen 


Fifty-six enthusiastic salesmen were 
royally entertained by the Albert H. 
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Weinbrenner Company, Milwaukee, at 
the semi-annual banquet held January 
22. The following salesmen captured 
prizes and cash bonuses: A. A. Betts, 
H. C. Bills, F. I. Brown, M. H. Chalk- 
ley, P. E. Craft, R. J. Diekelmann, 
W. A. De Hart, E. Green, M. A. Gred- 
ler, M. T. Guess, Sam Joseph, R. B. 
Kirby, O. H. Lacker, C. M. Larson, 
G. H. McDevitt, B. M. McKay, A. 
McKenna, D. F. Morgan (five prizes), 
J. F. Morton, W. P. Pettit and F. A. 
Sporer. The following new men are 
carrying the ‘‘Thorogood” banner: J. 
Baratta, D. F. Brown, J. R. Carey, 
S. J. Criss, R. Gardner, J. ‘P. Merz, 
F. L. Parmenter, C. Plaisance and D. C. 
Weaver. 


Claflin, Thayer & Co., New York, 
Salesmen and Territory 


Harry C. Cooke, Hudson River and 
Connecticut, 58-60 Reade Street, New 
York; David Gleich, New Jersey, Con- 
necticut, Staten Island, 58-60. Reade 
Street, New York; John W. Hall, 
Manhattan and Brooklyn, 58-60 Reade 
Street, New York; Charles Kerr, Man- 
hattan, Bronx, Paterson and: Passaic, 
Penn. Coal Regions and Bermuda, 58- 
60 Reade Street, New York; William 
H. McGovern, Bayonne, Elizabeth and 
Jersey City, 58-60 Reade Street, New 
York; Anthony Pelle, Brooklyn, New- 
ark, Bronx and Long Island, 58-60 
Reade Street, New York; James R. 
Pierce, Newark, Orange, Brooklyn, and 
Manhattan, 58-60 Reade Street, New 
York; John L. Zelker, Brooklyn, Long 
Island City and Jamaica, 58-60 Reade 
Street, New York; Samuel L. Black, 
North Eastern Pennsylvania, 429 Harri- 
son Avenue, Scranton, Pa.; Nathan 
Weiner, Bronx, Westchester, 58-60 
Reade Street, New York; A. G. Hynes, 
Manhattan, 58-60 Reade Street, New 
York. 


House Salesmen—Frederick L. Leek, 
Foreign, 58-60 Reade Street, New York; 
Robert A. Pinkes, 58-60 Reade Street; 
New York; Louis Levy, 58-60 Reade 
Street, New York; J. Sydney Smith, 
Rubbers and Tennis, 58-60 Reade 
Street, New York. 


G. Mehringer & Co., Inc., New York, 
Sales Force and Territory Covered 


Mr. I. D. Gutenstein, Southern Terri- 
tory; Howard J. Engquist, Chicago and 
suburbs; E. W. Lehrburger, New York, 
Boston, Cleveland, Detroit, St. Louis, 
Cincinnati and Louisville; Jack Hoch- 
man, Pacific Coast; Henry Greenbaum, 
Baltimore and Washington; Mack 
Rose, New York, Pennsylvania; James 
A. Picard, Canada; A. M: Woolf, 
Middle and North West. 
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PREPARATIONS ARE | 
MADE FOR A BIG SPRING | 
DEALERS EVERYWHERE soil 


ARE READY FOR THE 
BIGGEST SEASON EVER 







“BAYNE” 





KEITH’S KONQUEROR SHOES 
FOR MEN AND WOMEN 


are a leading line in many stores. They 
are beautiful shoes, priced right to pay 
dealers well and help make them appeal to 
greatest number of people. 30 styles in 
stock for Spring and Summer. Catalogue 
shows all. Send for copy. 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 
Roston Office, 207 Essex Street 
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DAVID REED 


Manager 


Prices on request 


Kalt-Zimmers Mfg. Co. 
MILWAUKEE, WIS. 
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The leather market is fairly active, 
as regards domestic demand, and the 
foreign call, especially for upper leather 
is heavy. Domestic shoe manufac- 
turers are purchasing, as they have been 
for some time, mainly in a conservative 
way, taking such amounts as are neces- 
sary for current cutting, but not buying 
at all ahead of requirements on orders 
already booked. The majority seem 
to be waiting the results of their sales- 
men’s initial orders on the samples now 
in the works or recently completed. 
Meanwhile the demand for immediate 
export, or for storage until exporting is 
less difficult, is cutting into the supplies, 
especially of upper stocks of certain 
kinds, to such an extent as to stiffen the 
market to a marked degree. Tanners 
maintain that present cost of pro- 
duction will insure present high rates, 
or advances, for some time to come, but 
this does not. seem to induce the 
domestic shoe manufacturers to pur- 
chase ahead or in any way speculate on 
the present market. 


SOLE LEATHER 
A Good Demand, with Prices Firm 


The sole leather market is active in 
all weights and most grades, with 
prices strong all along the line. While 
there is more inquiry than actual sales 
for export, a very considerable amount 
of foreign business is quietly being done. 
The embargoes of two European coun- 
tries, of course have their effect, in 
somewhat restricting export sales, yet 
business is far from inactive with 
foreign buyers. Nearly all qualities and 
grades of hemlock soles are in demand. 
with a better call for light than heavy 
and for better than cheaper grades. 
Heavy weights are held at 48, 44 to 
46c, and 40 to 42c. Rejects 37 to 38c. 
Light weights run about 2 to 3c under 
those prices. Union sole continues in 
good demand, with best cow backs 
quoted 70c, and heavy steer backs 71 to 
73c. Oak sole in light weights is selling 
well for export, mainly to France. 
Best bends selling at 94 to 96c for 
heavy, and 85 to 86c for lights. Steer 
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backs 75c and cow backs 70c. Belting 
butts show only moderate sales, with 
quotations somewhat easier. No. 1 
butts quoted at 95c. 

Offal is well sold up, and prices firm. 
Bellies sell at 14 to 17c for hemlock, 
18 to 20c for union cows and 21 to 23c 
for union steers, 25 to 27c for oak. 
Heads are nominally 10 to 12c for 
hemlock. 13 to 15c for union, and 18 to 
20c for oak. Shoulders are quoted 30c 
for hemlock, 47 to 49c for union. 
Double rough oak shoulders 62 to 64c. 


UPPER LEATHER 


Large Export Sales Deplete the 
Market in Some Lines 


The purchases of the principal Eng- 
lish buyer now visiting this market 
have made quite a hole in the available 
stocks, and have had a material effect 
on prices. Some large sales of calf, side 
upper and kid leathers are reported, and 
some producers are refusing orders 
from new customers, claiming that their 
regular trade must have the preference 
on such stock as they have on hand or 
will receive from the tanneries in the 
immediate future. Naturally prices 
tend toward advance in most desired 
grades, which also induces an upward 
movement on the lower grades, though 
these are somewhat hard to sell. Shoe 
manufacturers are awaiting the verdict 
of their customers before stocking 
heavily in upper stock, though they 
are watching the market closely, and 
are picking up moderate lots which they 
consider advisable. With the domestic 
hide market weaker, there seems to be 
some show of reason in the opinions of 
a few that leather prices will be lower, 
but the argument that demand will 
exceed supply is fully as forceful in the 
opposite direction. 

Calf leathers are well sold up in the 
higher grades. Some 50,000 to 60,000 
dozen are reported sold to the British 
Government buyer, while other tran- 
sactions are not unimportant. With 
these better grades scarce and high, the 
medium qualities are in increased de- 
mand. Colors are quoted at 75, 73, 70c, 
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though some lots are held at 80c. 
Blacks run 70, 68, 65c. Suede calf, 
colored and black sold well ahead, and 
quoted around 90c. Snuffed skins 
offered at 60c. Side leathers are in good 
call, and well sold up. Reported that 
50,000 dozens of black side leather have 
been sold to the British buyer. Colors 
are quoted 52, 50, 48c, and blacks 44, 
42, 40c. Buck finish in good call. 
Wax splits are quiet, but buyers for 
export are expected to operate soon. 
Standard grades run 40, 38, 36c. Heavy 
flexibles in good demand. Patent 
leather in good call, with some japan- 
ners sold way ahead. No. 1 quoted 56 
to 58c. Glazed kid very firm, and in 
short supply, the better grades especi- 
ally scarce, and some producers sold 
ahead for three to five months. Foreign 
purchases have been large, and further 
sales expected. Black kid of best 
grade held at 75c, other grades from 
55c up. Colors from $1.00 a foot 
downward according to quality, tan- 
nage and color. 


HIDES 


Packers Views Too High for Heavy 
Business 


There has been a slight reaction in 
hide quotations in the Boston market. 
Tanners who have passed over every- 
thing else and have purchased extremes, 
seem to have satisfied their needs for 
these, and consequently prices have 
declined 1c or more. Ohio extremes 
which were quoted 25c a week ago are 


now held at 23 to 23%c. Buffs are 
offered at 2014 to 2lc. New England 
and Canadian hides are similarly 


quoted. Southerns show a similar 
decline, extremes quoted at 22c for 
best Northerns, and 20c for far South- 
erns, and buffs 20 and 19c. 

The Chicago packer hide market is 
quiet though some moderate transac- 
tions are reported. Generally, however 
tanners hold that quotations are too 
high for the quality of present take-off. 
Heavy native steers are quoted at 28c 
with few scattering sales. Native cows 
have sold at 27c for November-Decem- 
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ber, and 26c asked for February, with 
25c for light. Texas steers sold in a 
small way at 22c. Packers holding 
extremes at 24c with no sales reported. 
Country hides somewhat easier, but 
no quotable change in prices. 

The Chicago calfskin market is firm 
and high. Packer skins have sold at 
55c and some are now holding out for 
60c, and same price for Chicago City 
skins. Outside cities 50c and countries 
45 to 47\4c. Packer kips held at 40c. 
Tanners generally refuse to purchase at 
these quotations. New York calfskins 
are quoted $4.75, $5.75 and $6.75 with 
sales reported at these figures. 

The foreign dry hide market is quiet, 
with sales small and infrequent. No. 1 
B. A. hides are offered at 39c, an advance 
of 1c over last sales. B. A. kips quoted 
at 48c. Cordovan hides are held at 37c. 
Bogotas have sold for export at 40c, 
but some are now offered at 38c. Wet 
salted are quiet and unsettled here, be- 
cause of the labor situation at River 
Plate, and the uncertainty of transpor- 
tation. Stocks in this market very 
small, and prices held strongly. 


WANTED TO PURCHASE 






Feb. 15, 1919 


MISCELLANEOUS 








Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. - Short term leases 
taken off your hands. 
ire or Phone us 
Correspondence Confidential 
tablished 1890 


GLAUBERG & CO. 
401 nee ig New York 


Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 





























WANTED TO PURCHASE 








We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from — or ee 
ers. us particulars 
what you have for sale. 
Short Term Leases 
We pay Highest Cash 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
587 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 


Taken 
Value 




















Max Kalter Mercantile Co. 
591 neem New York City 
hone Spring 4573 


iE 
i 
tit 


nBE 
i 
i 


fit 
? 
ale 


| 


be 


setae fact 
ders as well = other store 
fixtures. 

















Metal Shoe Fitting Stools 


y ail 
Mirrors 


Ne. 141 


oWeite tr, The Chicago 
Pris = Wire Chair Co. 
621 N. LA SALLE STREET, 
CHICAGO, ILLINOIS 




















Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Large. Short 
Leases Taken 
GLOBE MDSE. CO. 
Indianapolis, Ind. 

New York Office 
28 Lispenard St., New York City 
Merchandise of All Kinds Purchased 











WANTED FOR EXPORT 
Slow Sellers 
YOUR | a ey Numbers 


FOR CASH 

' NEW YORK EXPORT 
PURCHASING CORPORATION 
$15-517 Broadway, New York City, N. Y. 








T. W. GODSOE, Pres. 


W. G. DONALD, Vice-Pres. 
F. BE. JONES, Treas. 


F,. E. JONES COMPANY 


covors MAT KID 


95 South Street, Boston 

















Bicycle 
STEP 
LADDERS 
are made 
in many 
styles and 
_ to fit all 
kinds of 
ca 
ores. and 

eee 
61 Randolph, 


Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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No. 232 
VICI KID OXFORD, 


IN STOCK TIP, WELT 
OXFORDS 


BLACK AND BROWN VICI 
WELTS AND TURNS 
As Listed in Catalog No. 15 
(Sizes 3-8, A-D) 
Neo. 182 SAMPLE PAIRS PREPAID 


VICI KID OXFORD, TIP, TURN L. B. EVANS’ SON CO., WAKEFIELD, MASS. 








Give most wearing value for the'price. Get the trade of little folks and parents 
will stick. That means business,and more profits. 


STRAP PUMP “F” SPECIAL 





Headlines 
That Tell 
Your Story 






~ . A good headline is 
Seicianin cel half of the ad—and 
Good Wear Together we give you plenty 
=— of them with each 
Shoe illustration. ; 















It’s 1 of the 15 exclusive features of the 
Merchants Shoe Service. The other 14 
are yours for the asking—Send for 
Them! 


Only one merchant can have this 
* monthly Service in each town. 


This Ad Attached to Your 
Letterhead Will Bring Full Details. 















DE To od ocnc 0.0 6.00.6.00- 455.00 b gr cdo 0beecgectemecsongee 
oa Misses’ and Girls’ Sizes, other Widths and  mamaae 
Oxfords and Barefoot Sandals to Order 


Merchants ggrvice Bat Dalhee 0000000000 ‘780 320 3.95 
F 4S Tam...... 2.2... cece ccc cesece ses ceeesee 3.65 Not eaagees 


WILLIAMS, HOYT & CO. 
ROCHESTER, N. Y. 








WARNING! And is in pos 
r session of the 
sole right of 
manufacture 
and sale of 
tongue pads 
having the two 
ply feature. 


The undersigned 
has been granted 
a patent on Fox 
tie Shoe Tongue 
Pads 








R. A. FOX, Inventor 
Exclusive Licensed Manufacturers 


Federal Overgaiter Company, Inc., 16-18-20 East 20th St.,{New York 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED. Three cents per word for each insertion 
Minimum cents. For other “Want” ad- 

for each insertion. Minimum 

amount accepted will be received 


up to five o'clock Tuesday P. When advertisers answers to 
come in care of this office, twelve words must be allowed in each adver- 
vertisers desire 


“Recorder” rates for space less than one-eighth 
page per issue: 
Space 1 time 
l inch... .. $4.00 
2 inch... 8.00 
3 inch... 


52 times 
$2.00 
4.00 
6.00 
8.00 


26 times 
$2.50 
4.75 
7.00 
9.00 


13 times 

$2.75 
5.25. 
7.75 

10.00 


7 times 
$3.00 
6.00 
9.00 
12.00 


tisement for address. forwarded direct 
to their address, each word of the address must be counted in the 
advertisement and paid for accordingly. Answers to ads. must be sent 
under letter postage. 











-. 12.00 
4 inch 15.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 





ALESMEN WANTED—Two good men wanted 

to represent Milwaukee general line in the 
State of Colorado. Address B223, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


O good Middle West territories open for im- 

pat occupancy. 6 per cent. State former 

connections, total sales per season for several 

seasons, age and full iculars in first letter. 

Only . jenced road poe of cter 
with ume sales mame nppely. 

Bush & Weldon Shoe Conpony, Ba waukee, Wis. 


WANTED~— Salesman for parts of Ohio and 
Indiana for manufacturer's line men’s Good- 
ear Welts. by A Prices $4.50 to $6.00. 
ommission. 222, care Boot and Shoe 
Recorder, 207 Fn St., Boston, Mass. 


Waar aout tine oe shoe salesman for high 
ome same shoe store, excellent salary and 
required. 

















May Shoo’ Co., , Charleston, W. Va. 


SALESMEN to carry in stock line of infants’ and 
children’s turns and misses’ and childs’ stitch- 
py Good values, popular prices. Five per 
ission. Give reference and territory. 
mS os B219, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
Weide SHOE SALESMEN—To a short 
a le line a men’s a_i Mich work 
‘opu ‘or Wisconsin, gan, 
Tilienis, Iowa, Nebraska, Indiana, Ohio, M 
sota, North Dakota, South Dakota and Seume. 
Commission 6 per cent. Monarch Shoe Co., 
Racine, - Wis. 
IDE line salesmen to represent two popular 
priced bers arch supports. Liberal com- 
mission. Address B213, care _ - and Shoe 
Recorder, 207 South St., ‘Boston, Mass. 


ANTED—Salesmen to carry side line of 

“Vogue a Spats. Quick sellers, es 
repeaters. G territory open. Address V: 
Novelty C y, C ial Tribune Bl 
Cincinnati, Ohio. 


WANTE =D—Salesman calling on shoe manu- 
facturers and findings supply houses to carry 
a line of mercerized shoe laces on commission 
Address, stating experience and territory cov 
P. O. Box 1296, Providence, R L. 
SALESMEN 


I,;XPERIENCED SHOE 
fa gees are salesmen for each of 
the following aanyee | North Georgia, 
North Alabama. auneky, Virginia 
and West Vinnie We Western New York and 
Northern Pennsylvania, | Towa au Nebreska, Wis- 
consin and Northern Mi 
Salesmen must have road a in shoes 
preferably in the territory applied for. Give name 
of former employer, | Cage | of sales and references. 
Fang | eee A. W. Tedcastle & Co., 
Boston, M 
WANTED—Salooman covering ‘the larger towns 
and cities in Ohio. Must be acquainted in 
the territory; none others need apply—to sell the 
old-established Fox line of high. grade Infants’ 
Soft Sole shoes. 10 per cent commission, smail 
classy sample outfit, an onaagtennty strong side 
line. In application otene fi rticulars. F. J 
Fox, Mfgr., Rochester, N. Y. tablished 1898. 


YALESMAN wanted to travel out of Boston for 

job lot shoe house izing on women’s 
novelty styles. Must be experienced in handli 
—_ and department — — ohare 

‘ormation concerning in replying. — 
B200, care Boot and Shoe Resend , 207 Sou 
St., Boston, Mass. 

ALESMEN WANTED—To “Federal 

Shoes for Boys’, in several Middle Western 

rritork I line, in stock; on | 
only. , in confidence giving sual 
experience, Federal Shoe Co., Lowell. Masa 


WANTED—Live wire salesman, acquaiutcu 
with shoe and Finding Trade, to Cotero 
Tonexe’ Pads, either strai: rt or side line. Cotero 
Cushion Mfg. Co., Burr Bldg., Scranton, Pa. 



































Nunn, 





SALESMEN 


We have an opening for several salesmen 
as follows: Iowa and Nebraska, Southern 
Illinois, Southeast Missouri and Northern 
Arkansas, Kentucky and Tennessee. Our 
line consists of 25 samples of Men’s, Boys’, 
Youths’ and L. Gents’ shoes. 7 per cent 
straight i no or draw- 
ing account. 


HOERR-ADAM SHOE CO. 
Belleville, Hl. 

















POSITION WANTED 


XPERT shoe window trimmer and card writer 

desires position with reliable concern. Address 
B215, care Boot and Shoe Recorder, 145Duane 
St., New York. 


Peon a wanted as buyer and manager of 
shoe store or eestneee. Ten years’ experi- 
as buyer and man tt of references 
furnished. Address, Shoe an, 318° West Cevallos 
St., San Antonio, Tex. 


WANTED — Position as buyer and manager of 
shoe department. Ten years’ experience as a 
department store buyer with Boston and New 
York trade. Now employed but desires to make a 
change. E, 184 Summer St., Room 506, 
Boston, Mass. 


ITUATION WANTED—Thoroughly experi- 
enced manager and shoe buyer now es 
desires to connect with live concern. years’ 
experience, married, = 33. Address Bo24" care 
fect and Shoe Recor 207 South St., Boston, 
ass. 

















AMILY shoe store manager, age 37, fe oy 

Twenty years’ experience in the shoe business. 

Capable of taking complete char; Experienced 

window trimmer and show card writer open for 

ent March Ist. —a references given. 

Address B225, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








HELP WANTED 


>. thoroughly e ienced man as 
d buyer of shoe lepartment; must 
be equally napattened in men’s, women’s and 
children’s shoes; salary and percentage basis. 
Address giving full details as to past experience and 
salary expected, The Hub, Wheeling, W. Va. 


ANTED—A-1 window trimmer, new store, 
one who knows the art of vd shi must 


ha refi Address 
et ne aon ae 
Attention 


Main and Court Sts., Buffalo, &. Y. 
Mr. Wittmann. 














LINE WANTED 


INE yoseed for Chicago or Illinois; have 
L xperience. N. S. ‘Likes. 1112 N 


Oakley E Blvd. Cl Chicago, Tl. 





ALESMAN of ten years’ starding in California 
S "oregon and Washi ot sowed ly AP = 
childs’, infants’ an big girls standard 
grade ale Niellen,” —_ and turn shoes. y per- 
manent with drawing account con- 
sidered. A —J B216, care Boot and Shoe Re- 
corder, 207 South St., Boston, M ass. 


W Pittsburgh ant i line of in stock shoes for 
em ge and — within hundred mile 

ly covered. Address 
B217, care en and Mpc Recorder, 207 South St., 
Boston, Mass. 


A TTENTION—Manufacturers and jobbers can 
weed tativ yor handling Now Angina’ teasheny? 
representative or ing New 
ate - Pe _— a Boston jobber but 
desire make a Mo is an opportunit 
to secure a good representative who has shende 
shown that he can produce nee. Details, 
references, etc., furnished > Address 
B220, care Boot and Shoe Ri “y ‘07 South 
St., Boston, M ass. 


ALESMA 
S ences, pl 














_ ability, refer- 
to it 


Salary, expenses. 218, care Boot 
and 3 Shoe Recorder, 207 South St., Boston, Mass. 


Wea men’s or women’s medium 
shoes, —— or Walt, for Middle 
Statee Can ‘tee big results the right 
line. Give full particulars first — Address 
— a “Boot and Shoe Recorder, 207 South St., 











FOR SALE 


FoR SALE—An exclusive shoe store in Gaines- 
ville, Texas. The best location in the city and 
an established Shoe 
Store. This store has been successfully run for 
thirty years and the cash sales last oo were 
$85,000. Stock will 20,000. 

bought cist 4 





Good reason for selling and goods 
interested, this will bear investigation. Kuehn 
Levin, Gainesville, Tex. 


R “emelve slightly wed, Singer Sewing Machines, 
used, but guaranteed in = 

ly new, in boxes as 
Model No. 62-25. 

i fabrics. 





7 goed 38 a stitches - 
der Mills, 
oe St., Boston. Machines may von seen at plant, 
Maynard, Mass. 


FOR SALE 


Exclusive shoe store, located in good 
part of town, in one of the best towns in 
Illinois, big area to draw from. Address 
B214, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 

















EXPORT OPPORTUNITIES 
I snore AM_ thoroughly conversan’ 





with nD 

and havg hed ten Yours 
in American Can I put your 
tee ae eb mecbet vinie amen? 
commensurate with 


references. Terms 
ity. Address B221, care > and Shoe Re- 
pane 207 South St., Boston, M ass, 
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‘“‘Recorder’’ Occupational Bureau for Returning Soldiers and Sailors 


Expect to be mustered’ out of the service in the near future 
and would like to get a line of women’s shoes for the State of 
Ohio. Previous to entering the service I carried the Bielefeld 
and Spahn, of Scranton, Pa. Could use line of women’s 
shoes with my old line. Wide acquaintance with Ohio trade. 
Best of references. Address $21, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





Have just received my release from the Navy. During the | 


past six months I have moved in the Navy as a commissioned 
officer with the rank of Ensign. I am very desirous of getting 
located with a good shoe firm in a selling capacity. Address 
$20, care Boot and Shoe Recorder, 207 South St., Boston, 
Mass, 





Position wanted by discharged soldier, ten years’ wholesale 
shoe experience, two years on the road, three years in retail 
shoe business for myself. Age 30, single, best references. 
Will go anywhere for good position. Address $19, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





Discharged soldier wants .position. Experienced shoe 
salesman. Selling ability. High school graduate and busi- 


‘ness education. Age 20. Address S18, care Boot and Shoe 


Recorder, 207 South St., Boston, Mass. 





A young man familiar with the trade of New York City 
and State, who has just been released from Naval service, is 
desirous of getting a live line, either wholesale or manu- 
facturing, or women’s, misses’ and children’s medium grade 
goods. He is prepared to furnish references and records of 
past business. Address, S-17, care ““Boot and Shoe Recorder,” 
Room 97, 127 Duane St., New York City. 





Shoe salesman, employed, wishes to make change. Five 
years in managing stores. Further information address 
S-16, care “Boot and Shoe Recorder,” Room 97, 127 Duane 
St., New York City. 


Experienced salesman, honorably discharged from U. 8S. 
Army, 28 years of age, would like to make connection with 
live wholesaler or shoe manufacturer. Twelve years in shoe 
business with traveling experience. Open for interview. 
Address S14, care Boot and Shoe Recorder, Room 97, 127 
Duane St., New York City. 





New Awards for War Contracts 


Issued by Government on Soles and Shoes 


The War Trade Board announces an award to the Meis- 
ner Leather Co., of Boston for 826,836 pairs of top lifts at 
$190,172.28. The Tanners’ Cut Sole Co. has been awarded 
the contract for furnishing 596,460 pairs of top lifts at 
$137,185.80. The same company will also furnish 100,000 
half soles at $65,000. The same firm will also furnish 102,176 
pairs of half soles at $66,414.40 and they have been awarded 
another order for 161,256 pairs of soles at $104,816.40. The 
Department announces a supplemental contract with the 
International Shoe Co. of St. Louis for metallic fastened 
shoes. The original contract was for 60,000 pairs at $7.70 
and for chrome retan bends, if any, $7.25 per pair. This 
agreement provides that the use of toe plates and hob nails 
was discontinued on receipt of a letter from the offices of 
Director of purchase and storage. Approximately 52,794 
pairs have been or will be manufactured without the use of 
toe plates and hob nails whieh shoes are to be paid for at 5c 
less per pair than stipulated in the original contract. This 


will make an approximate total decrease in the contract of 
$2,639.70. 











Broadway, 32d & 33d 
Sts., New York 
Direct Entrance to 
Broadway Subway and 
Hudson Tubes. 


HOTEL MARTINIQUE 


Equally Convenient for 
Ascooments, Sho 





for —_ food and rea- 
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THE RECORDER CREED: Gottina More Shoes Sold Mights not only “more” but ee oe for the a ahe ) ar agen. to 


the right wearer, in the right fitting, for the rye at the right =~y This is t problem o: 
shoe merchants. * The chief pur of the “Boot and Re Beworder® ft a solve it; for thie ie is the basic blem upon 


which depends the progress of the entire allied ind ies fe to hel leather; their production and distribution 
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Bancroft-Walker Co., Haverhill, Mass 

Bates, A. J., Co., Webs 

Berlow, Elias, New York ie 

Blum Shoe Mfg. Co., Dansville, N. Y 

Bluestein Bros., Bosto: 

Brown Shoe Co., St. Louis. 

—— & Alden Co., ope Brockton, 
4th — 


Clark... James, Leather Co., St. Louis, Mo. 
Front Cover 


Concord Shoe Co., yy York City 

Cushman, W. C., Se Boston 

Dalton Co., ANS 

Diamond Shoe Co., 

Dittmann — Co., St. 

Dodge, I N. D., Shoe Co., rt, Mass. 
F. L., Shoe Co., St. Louis, Mo. Front Cover 

Duane Shoe ‘Co., New York City 63 

E-Z Walk Mfg. Co., New York Cit 

Evans’ Son Co., L. 'B., Wakefield, 

Fox, Inc., Chas. K., Haverhill, Mass 

Friedman-Shelby Shoe Co., St. Louis. . Front a 

Goodrich, Hazen B., Co., Haverhill, Mass. . 

Green, Daniel, Felt Slipper Co Co., ~. Boston 

G ry & Read Co., Lynn, M: 

Hallahan & Son, Inc., Phil 

Hamilton-Brown Shoe 


Harney Shoe Co., P. J., Lynn, Mass 

Hart Shoe Co , St. is, M 

Holters Co., The, Cincinnati, O 

Ideal Vogue Shoe Co., Haverhill, Mass 

Johansen Bros. Shoe Co. ., St. Louis, Mo. 

Front Cover 

Johnson, Stephens & Shinkle Shoe Co., St. 
Louis, Mo Front “Cover-48 

Johnston & Murphy, New York City 

Juvenile Shoe Corp. of America, St. 


Mo 
Kalt-Zimmers Mfg. Co., Milwaukee, Wis. . 
Keith, The Preston B., "Shoe Co., Brockton, 


Mass 
yt Henry & Co , Chicago 
Knipe Bros., Ward d Hill, oo. 
Knox Mag Co., Milford, Mass 
Kreider, A. S., Co. .» St. Louis, 
Krohn-Fechheimer os 
Lane Bros. Co., Bosto’ 
Lilly, Henry. , Co., ie York City 
Lund- Mauldin Co., St. — Mo.: 
ng Shoe Co., Wausa' 
er, F., Boot & Shoe Co., ae Wis 
y-Sloan Shoe Co., St. Louis, Mo. 


Monitor Shoe Co., New York Ci 
Nettleton, A. E., Co., Syracuse, 
Novelty Shoe Co., Chicago, Tl 
Nu Baby Shoe Co., E. Lynn seeps 
Paff Shoe Co., Alexander, 
Peters Shoe Co., St. Louis, M 
Front Cover-3d Gov 


Powell & Campbell, i York City 

Regal Shoe Co., 

Rhein Shoe Co., St. Sani — 

Rice & Hutchins, Inc., Bosto: 

EE & Rand Shoe Co., St. yey 
o 


o- Adams on LX. 

Standard Felt Co., West Alhambra es 
Stetson Shoe Co., So. Weymouth, 80 
Stylo Shoe Co., St. Louis, Mo.. * Front Cover-79 
Thom Bros., Inc., Brockton, Mass.... 5-8 


. Louis, Mi 
United States Rubber Co., New York City 
Victor Shoe o .. Sara Mass 
Vinsonhaler Shoe Co., St. Louis, Mo 
Front Cover-78 


Weimer-Wright & } = = Co., Philadelphia 
Wiemen f & Keith, B 7, ‘Mass 
William, Hoyt & Co., R iter, N. Y 
Wohl, David P., hy = ‘st Louis, Mo. 
Front Cover 


- LEATHER AND OTHER MATERIALS 





FINDINGS ANDJSHOE STORE, SUPPLIES 


B-H-K Mfg. Co., New a vos City 
oe —! Ladder Co hs Selonge 


i , The, St. Louis, - 
Milbradt Mfg. Co., St. Louis, M 
"ae O.A., 


R Inc., New York tai’ 
Myers, F. E. Bro., Ashland, O.. wes 
Narrow Fabric Co., The, Reading, ‘Pa... 

National Cash ie, Clacton Co., Dare, mn ics 


Schiff dowdy Co, 0. . New rare 
Scholl Mf; 

Streit, C. F., 

Tweedie Boot i % 

U. 8. specialty Pe 

Whitcher, F. W., 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


American Shoe Polish Co., Chicago, Ill 61 
—— Poteh Mfg. Co., Inc., New York 


United Shoe Repale Machine Co., Boston 
MISCELLANEOUS 


American Seeemaiing Pub. Co., Boston. .. 
American Trust Co., ton 


Atlantic Printing Co., Boston 
Boylston National Bank, Boston 
oN o on ea Syndicate, nee 


Calderw: & Preg, ton 

Credit Choars House, New York city 
Everett Press, ton 

an Sg Fire Insurance Co., —— 


Gleuie & & Go., Now 3 New —— City. . 


i a 








Published Weekly in the interest of the shoe 
merchant, wholesaler and manufacturer by the 


BOOT AND SHOE RECORDER PUB. co. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’l Mgr- 
GEORGE W.R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
‘ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsed 
101 Tremont Street 


ARTHUR D. ANDERSON, Editor 
WALTER C. TAYLOR 
GEORGE E. B. 
E. C. LOG. 





SUBSCRIPTION—The aiewiots peice of the 
Boot and Shoe Recorder is $3.50 a in 
— Waste iptndes pestene & Be nited 

Islands ae ele ‘The price for Canade 
is $5.00 a year, including postage. 

vonmaen SUBSCRIPTION—The price to al} 

foreign coun except the above is $7.50 
per year, postage. 
All subscriptions are ble in ad 
ses RATES—Card of 
tes furnished on applica’ 








aon. Dar notes tor 
Weta, for ilcion. ota ane Want Dona. 





OFFICES IN 
na gg OFFICE: 224 Moraine Geo. W. 
R. Hill, Manager. Telephone 507. 
CHICAGO OFFICE: 189 West Madison St. Tele 
phone Bowen, Manager 


Main 1089. B. 


8ST. nny * OFFICE: 1627 Looust St. B. C. 
Bowen, Manager. 


N. oe joss Se i ~ 10: S.Gochese Bldg... 
<i Duvet Scot! anager. 
Telephone 959 Worth. * 


yi ty OFFICE: 929 Chestnut St. H- 
Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. . 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 501 First National Bank 

.. B. C. Bowen, Manager. T: 
Main 655. 

ROCHESTER OFFICE: 400 Powers Bidg.. 
Rossiter L. Seward, Western New York Rep- 
resentative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: B. C. Bowen, Manager. 

Poste Ole <= bis Rue Saint Didier, George E. 
Pete Mi 


Australian Office: Cromwell Building, Melbourne, 
Wm. H. Elsum, Manager. 

Aaguntiny Omiee Elias N. Rocca, Balearce 150, 

eee Leon cio de Miguel, 20 Fuencarra) 


Bh enema D- Sped Videk, Menta P. O. Bos 
Santiago de Cuba. 


—— Office: Yokohama, J. F. Wagen, Map- 





Feb. 22, 1919 BOOT AND SHOE RECORDER 


U.S. Army Style Shoes 


STOCK STYLE | —For Men 


NO. X3208 





WEAR is their most important quality, 


but they are also very comfortable. 


Just the shoe for many a returning soldier 
who knows what a real army shoe means. 


Made from Tan Russia 
Side, Goodyear Welt, 
Blucher, 4 Double Sole, 
5 Wide Munson Last, 
Soft Cap 


$4.85 











—and Boys 





N? red blooded youngster but is charmed 
at the thought of having a real 
army shoe. 


And the sturdy service they give will appeal 
to the fathers and mothers. 


Made from Tan Russia 
Side, Goodyear Welt, 
Blucher, 4% Double Sole, 
Soft Cap, Sizes 1 to 514 


$3.60 | 











Parker, Holmes & Company 


“The House That Helps’’ 


BOSTON MASS. 
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Black Kid Bals, and 
Black Kid Foxed Blu- 


chers in stock 


BLACK KID BALS 


Composite Last az ™) 


Single Sole 


AAA/A AA/B A/C A/D B/E 
7 to II 6 to Il 6/11 6/11 6/11 


$5.60 Prices Subject to 
Change Without 


BLACK KID FOXED BLUCHER Notice * * x 


E 6 to 10 
D 6 to 10 


Parkway Last 
4 Double Sole 


$5.75 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


CHICAGO 
1415 Great Northern Bidg. 
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Standard Kid, you may know 
that the leather in them has 
been sorted and inspected 
to the limit of practicability 
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If you sell shoes made of | 


garners 


matters. Or, you may be an excellent critic 
of the leathers in your goods. You. really 
ought to be, for your own good. 


When you sell Standard Kid in the form of shoes-- 
the pretty Color 1 8--Field Mouse, or Color 8-~-Gray, 
or Brown, or ‘Black-you have the comfortable secu- 
rity of knowing that those leathers, from the time 
they were raw skins, have been sorted and passed, 
examined and re-examined, that the grading may 
be uniform. 


Pr asuen. you think very little about these 





That's why you can depend upon your succeeding 
orders from your manufacturer matching the goods 
on your store's shelves. 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 
207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 


AGENCIES 
CHAS. A. BRADY, ROCHESTER, N.Y... 5. F. W. BAILEY & CO., ST. LOUIS. MO. 
I. LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL 
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Never Lacking 
In Attractiveness 


HE Thompson line achieved and maintained its 

eminent place in shoedom by its attractiveness. 

This virtue and value is to be seen in every part. 
Uniform excellence enchanced reputation. A standard 
quality is to us an asset worth protecting. 
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To you Mr. Buyer of Men’s and Women’s Shoes a 
standard quality is of paramount importance. A business 
built up on the Thompson line is destined to be _per- 
manently profitable. ( 





Thompson styles for the Fall and Winter are now being 
shown by our salesmen. They are at your service. Shall 
we have one call ? ; 


nh 


‘THOMPSON BROS. IN(¢ 
MEN’S FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON CHICAGO 
1017 Flatiron Building 207 Essex Street ° 35 South Dearborn St. 


Address all Communications to Brockton (Campello) Mass. 
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White Kid That Is Real 
White Kid 


But Only So Much of It and That Is Going Fast 
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We have set aside from our latest 
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purchase of raw skins a limited 


( ah 
amount of selected stock that makes ra S {| C oP 
up into the best, real White Kid. | 3 


: 

: Kid Shoes to sell—not the or- 

° dinary, unnaturally colored, : 
; harsh and brittle kind--here’s your C\V 
: | 
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If you go to your manufacturer without he 
delay and specify NEW CASTLE WHITE K : Hi 
WR KID you will have some choice white Hi 
we kid shoes to sell next Spring and Summer ad oh 
; that will easily command a better price Sh 
and profit. 3 
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_: 






But do not risk disappointment by letting 


your order wait too long. 
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Color | ( Havana Brown) is still 
the favorite shade with our cus- 
tomers. 
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New Castle Leather Company 
New York City 


Boston Chicago Montreal 
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THESE: CAN 


THREE VERY 
NEW AND BE SHIPPED 
NOW OR LATER 


POPULAR 

NUMBERS IN ‘ BUT PLACE YOUR 

PETERS ORDER AT ONCE. 

REIGNSKIN 7~ A BIG WHITE SEASON 
IS AHEAD OF US. 


IN STOCK FOR» IMMEDIATE DELIVERY 


Number 1915 OXFORD FULL LOUIS COVERED HEELS Ato D $3.50. -« 
Se , “ “ A to D 3.25 


Number 1906 PUMP ” 
- Number 1965 OXFORD MILITARY ” es CandD_ 3.25 


SOLID LEATHER SHANK PIECE AND COUNTERS 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET «- * PHILADELPHIA 


Four Inch Vamp 
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NUBUCK 


N° other trend of style or of trade- 

demand is today more clean-cut 
than the popularity of suedes. The 
whole industry recognizes this. 


No other leather of this character meets 
all the ‘requirements so fully as NU- 
BUCK. 


So secure is the pre-eminence of Nu- 
buck—so firmly is it established in the 
recognition and favor of manufacturers 
and retailers—that it represents a 
standard. 

Our range of shades—White, Imperial, 
Light Gray, Olive Brown, Taupe, 
Beaver and Mahogany—enables every 
manufacturer to build exactly to his 
season’s specifications. 

When ordering be sure to specify the 
genuine Nubuck, originated and tanned 
exclusively by 


A. C. Lawrence Leather Co. 
161 South Street, Boston, Mass. 
New York, Chicago, St. Louis, Cincinnati, 


Rochester, Gloversville 
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Mivanced Fall Style 


Black Diamond Satin Top, Patent 
Colt Long Vamp, Nine Inch High 
Lace Boot. Seventy-Three Last, 
Welt Sole, Fifteen-eight Light Mili- 
tary Heel, Silk Stitched Eyelets, 
Imitation Tip. 


MERICA’S leading creators of 

styles for women, » Ree digni- 

fied, snappy and attractive rae that 
will please the most fastidious. 


Our TRADE-MARK and name 
DUTTENHOFER assures the dealer 
of the best possible values at the. most 
moderate prices. The exceptional good 
fitting qualities and workmanship are 
of the highest character. 
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The possibilities for the growth of your business during 
this year are unlimited. Our aim is to serve you best, 
and we can give you values unexceeded anywhere in 


this country. 


AAT ATT 


The Val Duttenhofer Sons’ Company 


CINCINNATI, OHIO 


MM AMAA MAN MMe MIMIC MN A 


AT TTT 








io miw- Rie 


== 
Ss 

















“Opens Wide Avenues for 
Increased Sales” 














ri. Marks of the Meyer Shoe Company, Milwaukee, Wisconsin, writes to The 
GoodyearTire & Rubber Co., Akron, Ohto, makers of Neblin Soles, as follows: 







rentlemer: 





It pleases us to be able to tell you of our 
success with Neolin-soled shoes. Our results with 
them have been very gratifying. A complaint froma 
purchaser of Neolin-soled shoes is an unknown quantity 
in our store. E 
















The extensive publicity given Neolin Soles, 
based on their honest quality, opens wide avenues for 
increased sales in shoes; and the fact that our cus- 
tomers are asking for Neolin Soles on new shoes 
purchased convinces us of their absolute popularity. 
















Years ago, a shortage of good leather for 
soles would have frightened the average shoe dealer. 
Today, we look to Neolin to save the situation. 










Yours very truly, 


MEYER SHOE CO. 
H. Marks 


















And now, more than ever before, the retailer will feel 
the benefit of Nedlin Sole advertising. This adver- 
tising is appearing every week in newspapers — prob- 
ably the same newspapers which carry his own 
advertising. It is advertising that is creating direct 
sales, and profitable ones, for dealers who are fea- 

turing their Nedlin-soled lines. 






















.. The Goodyear Tire & Rubber Co., Akron, Ohio 


Neolin Soles | 


Trade Mark Reg. U. S. Pat. Off. 














HE name “Firestone” 


-on a rubber product 


is, in itself, sufficient to . ' ~~ 
establish confidence and 
esteem. . 


Rubber Footwear 


same intimate knowledge of rub- 

ber, the same standards of workman- 

ship, the same merchandising, ideals that 

established Firestone leadership in the 

tire field have already won first place in 
Boot and Shoe makin}. 


The Firestone Double-Pressure Process is, 
in itself, sufficient reason for this leader- 
MMPER ons ship. It represents not only a long step 
Firestone here provides extra reinforce- toward greater comfort and finer appear- 
Ofleaking pockets, "Wool lininb, sindle : . s 
= ES ance, but is equally important as a factor 
in lenZthenin?, service. Like the proper 
tempering, of steel, it increases tensile 
strength and endurance without sacrifice 


of easy, yielding’, qualities. 


And Firestone Footwear proves. new pos- 
sibilities of specialized service. Each 
number, from the hip-boot for men. to the 
smallest sandal for women, is specially 
_ designed for the work it must-do; care- 


fully and expertly made in every detail. 


See the man with the Firestone line 
before ordering.. He can supply you ~ 
promptly from ample stocks. : 


FIRESTONE TIRE & RUBBER CO. 
FIRESTONE PARK AKRON, OHIO 
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MARK WELL THE SIGN 
OF THE UNION STAMP 


Every retailer who requires hundred per cent selling 
merchandise needs Union Stamp footwear. 


community needs Union Stamp footwear. 


Every retailer who desires the best footwear at the 
price, made under honest conditions, by efficient work- 


men, requires Union Stamp footwear. 


For every demand, for efficiency, for increased volume 
of trade Union Stamp footwear and Union Stamp shoes 


alone are a sure and certain asset. 


BOOT AND SHOE WORKERS’ 
UNION 


Affiliated with American Federation of Labor 


Every retailer who reaches out for all the trade in his 


246 Summer Street, Boston, Mass. 


JOHN F. TOBIN - - - - Gen’l President 
CHAS. L. BAINE - - Gen’ Sec’y- Treasurer 
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| LEVOR 
. GRAIN 


THE WHITEST 
WHITE 


IN THE 
SPOTLIGHT 


Stands the rays 


of investigation 
ASK YOUR NEIGHBORS 
cAlso the leading colors” » 


G. LEVOR & CoO. Inc. 


MANUFACTURERS 


63 FT ORS 33 2 S—-A8 8 OO) De ee & 
NEW YORK, 86-90 GOLD ST. 


ST. LOUIS-LEATHER EXCHANGE BUILDING BOSTON-145 SOUTH ST. 
JOHNSON, STEPHENS & PATTON LEATHER CO. THE G. LEVOR COMPANY 
MILWAUKEE —A.R. MILLER COMPANY 
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IS THE MOST SATISFACTORY 
MATERIAL EVER PRODUCED 
FOR A HIGH GRADE SHOE SOLE 


-‘Itis the highest price O. T. L. sole on the 


market. 
Loxsol was developed because there 
is a permanent need of additional 
sole material. 








The sole may have our trade name; the manu- 
facturer’s or none at all. 


Loxsol is a material as well as a trade name. 
Its distinct character identifies it. 


Specify it for trial. 


IT IS SUPERIOR TO meine: 
OR LEATHER. 











H. E. LOCKE & CO., INC. 


er on 99 Chauncy Street tee he 


St. Louis 


New York ‘Rochéster 
Philadelphia Boston, Mass. , 
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| easiest way to realize the value of today’s high quality side leather is to 
imagine the situation if there were no side leather. 


Suppose the shrinking supply of calfskins had AGOOS BELL BRAND side leathers have a 


tc tise ‘whole stceeien d ‘selling. Softness—a durability—and a color perma- 
bees: | ae aed ale te Mie ie ra nence that have enabled its users to produce 


shoes that cannot be told from calfskin ones. 


S. L. AGOOS TANNING COMPANY 


Specialists in Fine Veal and Side Leathers 
145 SOUTH STREET, BOSTON, MASS. 


2 pe ee es ee ee ee 


demand. 
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Publicity Is Morality 


COL. BUNEAU-VARILLA __. 


O more effective tribute than this statement of this 

eminent Frenchman could have been paid to the 
value of customer-contact which advertising gives the 
shoe manufacturer. If the manufacturer’s product is 
good, if it can stand the spot-light of publicity, then 
the value arising from multiple presentation, which 
advertising gives, is many times greater than where the 
product is questionable in quality. | 


ADVERTISING YOUR PRODUCT in the RE- 
CORDER labors diligently for you while your salesmen 
are off the road, or while they are offering your line 


elsewhere. 


SOUND BUSINESS and 

ECONOMIC .CONDI- 

TIONS give good cause for 

OPTIMISM in the shoe 

industry. Study the pic- 

ture to the left and keep 
it-clearly in mind when writing to your house accounts. 
It will show them why you are equipped to handle more 
and better business during 1919. | 


Circulation is the thing—and the RECORDER has it. 


BOOT AND SHOE RECORDER 


Boston,. Mass. 


Branch Offices: — Chicago — New York — St. Louis— Philadelphia— Cincinnati — Rochester 


189 W. Madison St. 127 Duane St. 1627 Locust St. 929 Chestnut St. 501 First Nat. Bk. Bldg. 400 Powers Bldg. 
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HE NAME OF AMERICAN, WHICH BELONGS. 


4 TO YOU IN YOUR. NATIONAL CAPACITY. 
1 MUST ALWAYS EXALT THE JUST PRIDE 
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Carl E.Sehmidt 6 @. Ine. 


Janners of lhe Schmidt Calf Leathers 
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the latest shade of lhe 


Schmidt 
(Gelham Drevonaatala= 


Cie ome len itinen@om lite 
Janners of the Schmidt Calf Leathers 
DETROIT, MICHIGAN BOSTON, MASS. 


REPRESENTATIVES 


H.B. ALTENDERFER fe, BR. COOK 
‘Philadelphia San Francisco 
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IT IS NOT ENOUGH TO MAKE SHOES GOOD 


OUR POLICY IS TO STRIVE FOR BETTERMENT 
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To make good shoes better if possible is our constant 
aim. We do not feel so well satisfied with what we 
do as to let well enough alone. The advantages to 

* dealers of an attitude like this must be apparent. 
They profit by our improvements, but they do not 
pay more to get the benefits. 


This style is commonly 
referred to as a straight 
last and is usually worn 
by men having long, 
narrow feet. The smooth 
flowing lines of this 
model give it an air of 
refinement which makes 
it appeal strongly to 
business men’ and men 
who mean business. 


STOCK NO. 809 

“PRINCE” LAST . 
Men’s Vici Kid Vamp Dull Mat Top Bal, 
Single leather sole, leather counters. Full 
size tongue—fleece lined, leather top facings. 
In Stock, A, B, C, D widths. — 

Price $5.15 
Less Discounts 
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J. W. CARTER CHICAGO COMPANY 


CHICAGO AVENUE AND GREEN STREET 
| . CHICAGO, ILL. : 
a a Ls on RE a a eS 
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FOR ALL OCCASIONS 


We Are Now Prepared 
to Ship the Following Styles 











UR black satin ox- 
O fords and operas are 


sold out until further — 


notice. 

We are starting some black 
velvet operas which will 
be ready for shipment March 


20th. Let us have your 
orders now. 
’ Stock No. 266—Fine 


Black Velvet Opera, full 
Louis 2 1-8-inch heels, full 





OU know our black 
Y velvet slippers of 
years ago. 
They were the one bright 
spot in the shoe trade. 
These will please your 
trade even better. 
We are showing the smart- 
est metropolitan styles in 
lasts and patterns. 


























black leather quarter lin- 
ing, 4-inch vamp. . . .$4.50 


Color 18 Brown Calf Opera, Pointed 
Toe, 2% in., Full Louis Heel. . $4.25 


a \ 
~ 


ae. 


OR 
(>) 
CHE 


Black Glazed “Ruby” Kid, Six Dull Calf Oxford, Square Throat, Dark Brown Calf, Six Eyelet Ox- 





Eyelet Oxford, Long Vamp, 2 1-8- Long Vamp, Narrow Toe, 2 1-8- ford, Long Vamp, Narrow Toe. 114- 
inch Fall Louis Heel, Aluminum inch Full is Heel, Aluminum _ inch Low Full is Heel, Alumi- 
PMG. mk. hc ee ee. > FRM icecsescatadscsene .25 num Plate...........-...,-.-$5.00 


Prices Subject to Change Without Notice 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Boston New York Philadelphia Chicago San Francisco 
183 Essex St. 851 Marbridge Blig. 609 Denckla Bldg. 20 W.Jackson Blvd. 417 Pacific Bidg. 
Great Northern Bldg. 


Montgomery Kansas City, Mo, 
20 Galena Ave 537 Ridge Blag 
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Principle of Value vs. Price 
in Bates Shoes 


about the Bates policy 
of making moderatesprice 
shoes for Men: 


A NOTHER word or two 


We have said we know our 
policy is right. We do. The 
significant proof of it is the 
steady growth of our dealers’ 
business and our own. 


The manufacturing policies 
behind many well-known Ameri- 
can. makes of shoes are getting a 
thorough try-out.in this after- 
the-war period. Those policies 
are having to stand the test of 
the retail salability of the goods 
themselves—in this most mo- 
mentous time in our countfy’s 
retail commerce. 


. Moderate-price shoes—at 


least Bates moderate-price shoes 
—are standing that test in a 
way that justifies conspicuously 
the manufacturing and sales 
policy back of them. 


Why? Because the average 
American man of reasonably 
good. income has been found to 
be a pretty good thinker. 


He is not an economizer; he | 


is an economist. There’s a wide 


difference. 


He has learned that he can 
shoe himself at moderate cost 
and get mighty good shoes—real 
style, first-class materials and 
satisfactory wear. 


He is a type of hundreds of 


thousands of men who are cus-. 


tomers of Bates Dealers! 


A..J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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A COUNTER ESPECIALLY 
MOLDED FOR A WOMAN’S 
BOOT 






A COUNTER STYLE THAT MAKES A 
WOMAN’S BOOT A BETTER BOOT. 
DESIGNED TO SNUGLY FIT THE 
LAST ALL AROUND. A SCIENTIFIC 
STUDY OF LASTS IS THE FOUNDA- 
TION FOR THE SUCCESS OF 
“HORN FIBRE’ COUNTERS. 













IF YOU HAVE A COUNTER PROBLEM 
BRING IT TO US! 


FIRST WITH THE IDEA, FIRST IN QUALITY, FIRST IN GUARANTEED SERVICE 


ROGERS FIBRE COMPANY 


MOUSAM DIVISION — 
121 BEACH STREET— BOSTON, MASS. 


PHILADELPHIA CINCINNATI ST. LOUIS ) 
WILKINSON & REGER JOHN C.RUPP CO. DENNETT & PRINCE 
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Above we show 
one of the Twelve 


Oxfords on the Floor. 


If you want catalog 


JUST SAY SO! 





Williams Clark & Co. 
Lynn, Mass. 
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‘“K REEP-A-WA”’ 


THE SLIPPER BEAUTIFUL 
“SELL THEM EVERY DAY” 
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Fascinating Styles, plus Quality Supreme, have made 
“KREEP-A-WA” Felt Slippers the inevitable ‘choice of 
millions of satisfied wearers. 


They are ‘Universally Popular’’ because of their exclu- 
siveness of design, color and general Fashion Value. 


BLUM SHOE MANUFACTURING COMPANY 


Cfac tories at 


Dansville basen York, 


i I j : re, 
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ANNOUNCEMENT 


On April lst, there will be a reorganization of the firm of 
Alden, Walker & Wilde, the business to be continued as, 


Alden, Walker & Wilde 


(INCORPORATED) 


It is the purpose of the new corporation to continue the policy. 
of our predecessors in the manufacture of a reliable line of 
moderately priced Boots and Shoes, and furthermore, to add 
to this splendid organization, our individual efforts in the 
production of a superior grade of merchandise, to be easily 
retailed at a price just below the top. 


ALDEN, WALKER & WILDE 


(INCORPORATED) 


ALFRED L. LINCOLN GEORGE A. WALKER 


HORACE R. DRINKWATER S. PRESTON MOSES 
ROBERT L. SUMMERS 


EAST WEYMOUTH, MASS. 


Makers of Makers of 
Men’s Shoes : Women’s Shoes 


for all occasions for out of door wear 




















oe | | 
A Shoe Edttortal 


The scarcity of leathers suitable for 
women’s high grade shoes is causing grave 
anxiety in the trade. 


The embargo which our government 
placed June 15th last on the importation 
of raw skins is responsible for this serious 
situation; the embargo was recently lifted 
but it will be at least six months before 
finished leather can be produced from the 
skins now coming to this country. 


The boots and oxford illustrated on op- 
posite page are made from the finest selec- 
tions of high grade leathers which we were 
fortunate enough to obtain through our 
regular sources of supply. 


Every pair of these shoes is fully up to 
the high grade standard of quality which 
we have set and maintained for Hallahan 


Made Shoes. 
Wressonpitentatia 
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HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th Sts., Philadelphia 







New York Office Chicago Office London Office: 
L. M. GERSON—J. R. VARLEY DUNCAN BROTHERS HENRY BOLTON . 
Marbridge Building, 34th Street and Broadway Great Northern Building Milton House, Chiswell Street 
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Style 17X 


Finest 





Weallaha 


Made 


In Stock Ready to Ship 


Black Glace Kid 


Circular vamp, whole quar- 
ter, lace oxford, straight 


tip, 


flexible welted 


sole 


closely trimmed, Briarcliff 


(876) 


Style 89 


Finest Black Glace Kid 
Whole foxed lace boot, Lib- 
erty height, plain toe, blind 
eyelets, light welted sole 
closely trimmed, 214 leather 
Louis heel, Saratoga (866) 
last. Price $7.50 


AOOLOs= 


last, 
leather heel. 


134 Cuban 
Price $5.85 


All Stock Shoes Sold Net 30 Days 


Following Sizes and Widths 


Carried in Stock 
AAA 4% to 8 A3 


to 8 


AA34to8 BC&D24%t08 


NS Oo eo 
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Style 56 


Nut Brown Calf 
Of Richest Shade 


Princess height straight tip 


- with punch centre, flexible 


welted sole closely trimmed, 
Briarcliff (876) last, 134 
leather heel. Price $7.25 
Style 54—Exactly as above 
but of finest black glace 
kid. $7.25 


Finest Black Glace Kid 
Circular vamp, whole quar- 
ter Liberty lace boot, plain 
toe,. flexible welted sole, 
Brighton (825) last, 2% 
leather Louis heel. 

Price $7.25 


== C—O 2 One 
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Tar oseet in fairy tales of 

Of magic shoes to aid 
knights bold, 

To walk with mighty 

stride! 

But now, if you will listen 
well, 

A =a tale of fact I'll 
t 


Your judgment ‘tis to guide. 
The magic shoe of modern 


days, 

,° That helps the feet in 
1 proper ways, 
And makes them strong 
i and a 
| Is “BILLIKEN”—nowhere 

S| ’ 
Because it has the foot- 


form last— 
It is no passing fad! 


ILLIKEN SHOES appeal to the 
kiddies and by keeping shoe bills 
within bounds, please the mothers. 

They will do more in less time to put 
pep in your children’s shoe department 
than anything you can put into your 
store. 


Write or wire for Billiken Booklet or 
salesman. 


McElroy-Sloan 


SHOE COMPANY 


Manufacturers 


St. Louis .. Mo. 
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Styleful Shoes 


Carefully thought 
out materials 
—thoroughly made— 
to be sold to dis- 
criminating wearers. 


Our floors are stocked 
with footwear of this 
description—ready 
and awaiting your 
order. 


Style No. 907 
Black Kidskin 
3-4 


" Laced Boot, 
Imitation Tip, 


21-2 to7. A-B 
C & D widths. 
Price $5.75 


P-E-OBRIEN SHOE CO. 


101-107 WEST BWAY. NEW YORK CiTY 























DIRECTORY 


OF 


Wholesale Shoe Dealers, 
Wholesale Findings, 
Department 


Stores 


Part I— Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. 


Part II — Wholesale Findings 
A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


Part’ III — Department Stores 
A list of Department Stores selling shoes, including 


the Large General Stores. 
Gives names and addresses of firms and names of Shoe 


Buyers in nearly all-cases. 
Three parts bound in flexible red leather to fit vest 


pocket. About 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 


683 Atlantic Avenue, Boston, Mass. 
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TURN 


No. 611 R............ Price $5.20 
Dark Brown Kid, Full Louis 
Covered Heel, A to D, 2% to 


Noy 687 2... :.::... ‘Price $4.60 
Gun Metal. 

No. 616 R........... Price $4.75 
Bright Glazed Kid. 

No. 464 R............ Price $3.75 


White Ostend Cloth. 





WELT 

No. 701 R............ Price $6.25 
Havana Brown Kid, Leather 
Military Heel. 

No. 969 R............ Price $6.75 


Battleship Gray Kid. 
No. 1783 R.......... Price $6.50 
Mouse Brown Kid. 


Black Vici Kid. 






CALEISS 


IN STOCK 


IMMEDIATE 
DELIVERIES 


Unquestionably pretty 
styles of correct taste and 
quality will represent the 
major sales of the Spring 
season. 


Can we help you 
to place your stock 
in the condition to 
make this demand 
beneficial to you? 





TURN 


No. 460 R............ Price $4.35 
Dull Kid Pump, Full Louis 
Covered Heel, A to D, 2% to 
7 


No. 461 R..........:. Price $4.50 
White Kid 

No. 462 R............ Price $4.35 
Patent Colt. } 


A copy of our new 
Spring catalogue 
showing complete 
line should be in 
your hands. Have 
you received it? 
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WELT 

Ee Price $3.90 
Black Vici Kid, Military 
Leather Heel, A to D, 2% to 7. 


No. 074 R............ Price $4.85 
Tan Calf. 
No. 077 R............ Price $4.75 


White Washable Kid. 


WELT 


No. 990 R............ Price $7.50 
Mouse Brown Kid, Covered 
Louis Heel, A to D, 2% to 7. 


No. 986 R............ Price $6.50 
Battleship Gray Kid. 
No. 982 R............ Price $7.00 


Havana Brown Kid. 


THE WESTCOTT WHITMORE co. 


SPECIALISTS 
>>.-s- SS=_ SHS—_—SS—_— SS] SSS HSS SS 


SYRACUSE, N. Y. 





IN SMART FOOTWEAR FOR WOMEN 
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Let us put your 
name HERE ! 


Shoe Buyer 





STYLES 











35,000 Shoe Buyers Find Best Values in This Big Flyer 


Write right now for this large, illustrated flyer—just off the press! You need it for your immediate 
purchases of 


CHILDREN’S AND MISSES’ SHOES, COMPLETE LINE OF SLIPPERS, SHOE STORE SUPPLIES 


Everything IN STOCK. Prices plainly shown. A message with many money-saving opportunities. 
Merchants all over the country await it with keen interest. SEND FOR YOUR COPY TODAY! 


HENRY KLEINE & CO., 208 W. Lake St., Chicago 


a 











Write 
For This 


Stock Catalog 


of 
THE Senu ror ivew Catalog 
sINBAc Papen og ae — 
: in stock styles of the 
‘Helthy-Fat” full line of children’s 
CHICAGO shoes made by The 
A. S. Kreider Co., 
the largest manu- 
facturers in the 


world of children’s 
shoes. 





Shoes and 
Low Cuts 
Now Ready 
250 Numbers—INFANTS to YOUNG LADIES 


Turns—McKays—Welts 
B, C, D, E Widths Stocked for Immediate Delivery 


Salesmen will start SINBAC 


for their territories 


in March. 212-13-15 W. Monroe St., Chicago 
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In Stock Ready To Ship 


Left—Style B 594.. $6.25 
Mahogany Tan Boarded Calf, 
Perforated Imitation Tip, 148, 
‘Military Heel, Goodyear Welt 
Perforated Vamp, No. 208 Last. 
AA, 4% to 8; A, 4 to 8; B, 3 to 
8; C and D, 2% to 7. 


Right—Style B 599 $5.35 
Gun Metal Calf, Perforated 
Vamp, 14-8, Military Heel, 
Goodyear Welt, Imitation Tip, 
No. 208 Last. AA, 444 to 8; A, 

4 to 8; B, 3 to 8; = 

21% to 8; D, 2% to 7. 


Mahogany Calf Gun Metal Calf 


“Plenty of Good Shoes for Spring!” 


That’s the most encouraging message we can send 
our loyal customers. 


For immediate delivery. These 
distinctive, Spring Styles in 
eight inch lace boots. Order 
today and secure them for your 
Easter business. 


Stock Catalogue Sent on Request 


Terms: 


30 Days Net 


Havana Brown Kid 


aut B, 598 : 

Ali Havana Brown Kid, Style B, 597 $6. 
Military Heel, Perforated Vamp, Black Glazed Kid, Perforated Imita- 
Goodyear Welt, Perforated Imita- tion Tip, 18-8 Leather Half Louis 
tion Tip, Blind Eyelets, No. 205 : Heel, Goodyear Welt, Blind Eyelets, 
Last. AAA, 4% to 8; AA, 4% to No. 207 Last. AAA, 4% to 8; 
8; A, 4 to 8; B, 3 to 8, Cand D, 2% AA, 4% to 8; at 4 to 8; B, 3 to 8; 
to 7. Cand D,2%to7 


CP Forg & Co, — 


ROCHESTER,N.Y. 
New York Office, 127 Duane St. E, H. Talbot 


Black Glazed Kid 
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E merit your business in 
direct proportion to how 

successfully we study your needs. 
In presenting our new line for 
FALL we offer you something 
more than unusually Smart 
Styles. 
Our raw stock purchases were 
made well in advance of present 
market prices, so that we are in 
a position to sell shoes at very 
much less than market prices 
would be today. 
We are going to divide this 
advantage with our customers. 
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LEATHER . . FG GINGS - CANVAS 


TWO WINNERS | 
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No. 114:- No. 230-S:- 


One piece, 6 ounce Ma- One piece, 6 ounce Ma- 
hogany shade, smooth fin- hogany shade, smooth fin- 
ish, highly polished puttee. ish, highly polished puttee. 
Reinforced top—faced and Bound around top and 
lined. Single Wrap Strap faced down front. Spring 

' Style. Style. 


Price $48.00 per doz. Price $48.00 per doz. 








WE MANUFACTURE A COMPLETE LINE OF 
LEATHER AND CANVAS LEGGINGS 
Do you have our Catalog? If not, write for same today. 


HAGERSTOWN SHOE & LEGGING CO. 


HAGERSTOWN, MARYLAND, U. S. A. 
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HE present heavy demand for 
PARAMOUNT PATENT LEATHER 
shows most conclusively that its superlative 
quality is fully recognized. 
Thayer Foss Standards make it without 
question 
The Safest Patent Leather to Use 
Brean SIDE LEATHER is helping 
manufacturers who specialize in fine shoe 
making to give their trade entire satisfaction 
as to appearance and wear. 


Both Smooth and Boarded Finish 
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uality merchandise 
is not the result of accidental perfec- 
tion, but rather of close attention to 
detailand the employment of material 


of standard character. 

The quality and character of the men’s footwear 
made in our Rockland factory have been the 
subject of many favorable comments by retailers 
of national repute whose opinions we value. 
Retailers catering to men with discriminating taste 
will find All America Shoes qualified to meet their 
requirements. 


All America Shoes are carried in stock in ample assortment in 
each of our nine distributing houses. 






















The Rice & Hutchins 

St. Louis Shoe Company Cincinnati Company 
The Rice & Hutchins The Atlas Shoe Company 

Baltimore Company Boston, Mass. 

The Rice & Hutchins Joseph I. Meany & Co., Inc. 

Chicago Company Philadelphia, Pa. 


The Rice & Hutchins The Rice & Hutchins 
New York somone 

The Rice & Hutchins 
tlanta —eenpeny 

The Rice'& Hutchins 
Cleveland Company 







Rice & Hutchins, Inc. 
20 High St., Boston, U. S. A. 




































